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AKE THE PROFIT SIDE 


of your ledger a catalogue of 





The increasing vogue of home enter- 
taining is rapidly making hollowware 
just as necessary to the well-appointed 
table as flatware. This trend puts the 
Holmes & Edwards dealer in a posi- 
tion to greatly increase his sales and 
profits because Holmes & Edwards 
has its complete companion service of 
HARMONIZING HOLLOW WARE! 
Here is a complete line of beautifully 
designed, brilliantly crafted Hollow- 


ware which will appeal to every 
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Holmes & Edwards 
HARMONIZING 
HOLLOWWARE! 














woman’s pride and taste. And—it is 


sold on the same basis as Holmes & 
Edwards Inlaid flatware, to wit— 


1. Sold Direct to Authorized Holmes 
& Edwards Retail Dealers ONLY. 


2. Sold to give Protected Markup— 
because your only competition 
comes from other legitimate retail 
dealers who want to make a profit 
just as much as you. 


3. Priced for Full Profit to every dea- 
ler—regardless of size or location. 


4. Backed by 50 years of national 
advertising. A Standard Line. 
5. Services styled and executed by the 
world’s largest silversmiths. 
When you display this lovely Har- 
monizing Hollowware,women will be 
intrigued by its graceful beauty. Then 
—when you point out how it is de- 
signed to complete and complement 
their flat silverware, and tell them it’s 
Holmes & Edwards quality, you’ll be 
glad you’re in the silverware business! 


HARMONIZING TEA 
AND DINNER WARE 


THE DIRECT-TO-RETAILER LINE . . . SOLD THROUGH AUTHORIZED DEALERS ONLY 


S 
1 'S REG. U.S. PAT. OFF. 


The mark of the International Silver Company—the world’s largest maker of silverware—the world’s largest advertiser of silverware. 


INTERNATIONAL SILVER COMPANY, HOLMES & EDWARDS DIVISION, Meriden, Conn. 
NEW YORK, 9-19 Maiden Lane CHICAGO, Merchandise Mart SAN FRANCISCO, 150 Post St. 


ST. LOUIS, Ambassador Bldg. 
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\VACHENHEIMER 


Sterling Silver Flexible Bracelets manufactured in 
U.S.A. at Providence, R. |., always have been 













and will continue to be jewelry of exceptional 


quality. 


WORN WITH GENUINE PRIDE 
An assortment of various styles and 
widths displayed in your store will at- 
tract attention and inspire your cus- 
tomers. 


For the protection of the’ 
cre Jeweler and the Consumer 
Wachenheimer Creations 

are clearly stamped and 


guaranteed. 
Let us in the Jewel- 


ry Craft, Manufac- 

turers, Wholesalers and 

Retailers, CO-OPERATE 

with each other to do all 

that will achieve and main- 

tain a JUST and SATISFY- 
ING ATMOSPHERE of CON- 
FIDENCE and FAIRNESS among 


ourselves, with our employes, and 


New creations in 

many widths and 

designs to retail 

at $5.00 to 
$15.00. 


with the consumer. 


May we invite your co-operation permitting 
us to send an assortment of six quality bracelets 
to cost not in excess of twenty dollars for the six. 


\VACHENHEIMER 




















36 Garnet Street 
PROVIDENCE, R. I. 
U. S. A. 
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SPEAKING OF THE JEWELRY TRADE a4 a a 


4a his address 
before the recent convention of the 
American National Retail Jewelers’ 
Association at Milwaukee, Abram 
Mendenhall of C. D. Peacock, Inc., 
Chicago, brought out some pertinent 
points. He asked: “What is a Lux- 





ury?” He stated that a luxury is 
buying something that you cannot af- 
ford to buy and added: 

“This is a definition that jewelers 
should emphasize in their advertising 
because it is the only true definition 
of a luxury and it shows clearly that 
on that basis there is really nothing 
in a jewelry store that can be classed 
as a luxury.” 

He then brought out the fact that 
“Europeans have called us materialis- 
tic morons because we Americans have 
lost sight of the joy of living.” He 
emphasized further that jewelers deal 
in two very important items—beauty 
and sentiment, and that if they adver- 
tise properly along that line, they 
will make their advertising more 
effective and definitely more helpful in 
developing business. 
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€ duul John J. Collins 
of the Ostby & Barton Co., Provi- 
dence, R. I., returned recently from 
an extensive trip throughout the coun- 
try, during which he travelled with 
all his company’s salesmen and called 
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on a great number of accounts. He 
said that he encountered more genuine 
optimism, regarding the future of the 
jewelry business, particularly as it per- 
tains to Christmas, 1933, than he had 
met in four years’ time. 

This optimism was backed by 
orders, and he said that only seven 
of the hundreds of accounts his com- 
pany sells, failed to buy merchandise. 
He declared that the wholesalers are 
looking into the future with courage 
and expectation of business, and that 
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their salesmen are on the road and 
report that retailers are buying. The 
credit situation, of course, hinders 
progress to quite an extent, but even 
that is improving, he finds. 
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ln speaking about 
the effect on retail jewelers of the 
executive order in relation to gold 
issued by President Roosevelt on Aug. 
28, Emil W. Kohn, of Theodore A. 
Kohn & Son, jewelers at 608 Fifth 
Ave., New York, pointed out that al- 
though the price of the yellow metal 
has increased in the open market, that 
his concern has not as yet increased 
prices on gold jewelry. 

“What the future will develop,” 
said Mr. Kohn, “is a problem. Every 
indication points to higher retail 
prices but at the present time we are 
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urging people to buy now before 
prices advance. 

“More people are getting back to 
work and Government aided public 
works are helping materially as they 
are started underway, but up to the 
present time the purchasing power of 





the public at large is still at a com- 
paratively low level. People must 
have money to spend before they can 
be expected to buy. The old law of 
supply and demand operates in the 
jewelry trade as in every other indus- 
try and any improvement is necessarily 
slow and difficult. The whole situa- 
tion resolves itself into a question of 
policy on the part of the individual 
jeweler but at the present time I can- 
not see the advisability of increasing 
prices on our stock. I am confident, 
however, that recovery has begun and 
that we jewelers will find business 
steadily improving.” 


@:928 


I, discussing the 
recent gift shows which have attracted 
thousands of buyers to Chicago, New 
York and Boston, George F. Little, 
managing director of the Eastern 
Manufacturers’ and Importers’ Ex- 
hibit, the New Gift Show and the 
Boston Gift Show, said: 

“They were the best shows that 
have taken place in years. That was 
the verdict of a large majority of the 





exhibitors. Buying was highly satis- 
factory in volume. The shows were 
a real buying market. Jewelers came 
and ordered. They were concerned 
with the inevitable advance of prices 
under the requirements of the code 
and determined to get ahead of the 
rise. The volume of buying experi- 
enced by a substantial number of 
manufacturers and importers amazed 
them because of the generous and lib- 
eral orders. Jewelers came from all 
sections of the country, from as far 
away as California. The popularity 
of the shows was never more in evi- 
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dence. The registration of jewelers 
was lively, steady and large. 

“Despite the vogue of modern, 
period and classical motifs were to the 
fore and, particularly in finer mer- 
chandise, were exquisite examples of 
craftsmanship. 

“Which all leads to one thing that 
the retail jeweler has come to realize 
a gift department in his store is a 
paying investment as well as bringing 
transit trade through his store.” 


q+ ¢ ¢ 
Tee the Meriden 


Britannia Co., even in 1877, was a 
believer in advertising, both to the 
consumer and the trade, is indicated 
by the following letter published in 
the March, 1877, issue of THE 
’ JEWELERS’ CirRCULAR and Horo- 
LOGICAL REVIEW, signed by Horace 
C. Wilcox, then president of the 
Meriden Britannia Co. 

“Having for a number of years been 
advertisers in your valuable journal, 
we consider it one of the institutions 
of the trade which we feel we cannot 
well do without. With the enterprise 
and ability you have displayed in its 
conduct, we can conscientiously say it 
has no equal as a trade journal.” 

Horace C. Wilcox was the father 
of George H. Wilcox, the present 
chairman of the Board of the Interna- 
tional Silver Co. 
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a discussing 
“The New Deal” before the retail 
jewelers’ convention at Milwaukee, 
Whitney H. Eastman, president of the 


Milwaukee Association of Commerce, 
said in part: 

“We are now entering a new era— 
competition by cooperation through 
the agency of the trade association as 
contrasted with the period of destruc- 
tive competition through which we 
have just passed. The Code of Fair 
Competition provides a way for such 
cooperative competition if properly 
drawn so as to eliminate all trade 
abuses and unsound business practices. 
There are some of the old school who 
are opposing the change but they have 
had their chance and have failed. 

“There will be many refinements 
and adjustments as the program pro- 
gresses. That is admitted by the 
sponsors and is to be expected. Some 
skeptics are predicting bloodshed and 
strife between labor and capital, but 
I am confidently optimistic that this 
part of the program will be worked 
out with very little disorder. There 
will be some dislocations in some 
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quarters and many sacrifices will have 
to be made, but we must keep in mind 
this program is designed to bring the 
greatest good to the greatest number. 

“While it has been projected as a 
short term program during the emer- 
gency, I have a feeling that we are de- 
veloping a fundamentally new eco- 
nomic and social order which will 
continue for some time to come. The 
application of this new philosophy has 
given faith, hope and courage to the 
masses in place of fear of some im- 
pending disaster, and we should be 
hopefully encouraged by the improve- 
ment in the psychology of the Ameri- 
can people... .” 
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Bie August 24th issue 
of Printer’s Ink calls attention to an 
ad headlined ““To Five Men in Amer- 
ica” which grew from the idealistic 
notion of Paul Cornell, advertising 
agent for the Oneida Community, 
Ltd. He had nothing to sell in con- 
nection with the idea, but the Na- 
tional Recovery Administration is 
studying a brand-new idea. 

The idea calls for the immediate 
advancement of a week’s salary to all 
employees by every employer in the 


34 





country, with the proviso that this ad- 
vance be spent at once upon food, 
clothing or shelter. Should the Na- 
tional Recovery Administration adopt 
the plan 35,000,000 persons in Amer- 
ica would have instantaneous in- 
creased buying power. 

Already about 45 other large lead- 
ers of industry in the country have 
answered his ad and have been prac- 
tically “sold” on Cornell’s salary ad- 
vance to stimulate new buying power 
brain child. Many of them will put 
it into effect in their own organiza- 


tions immediately. 
m 


Laer) 
nk) 
He originated the plan, but it’s up 


POUNDS 
to the government to put it through, 
Cornell said. 

“I talked with Colonel Howe in 
Washington,” said Mr. Cornell, “and 
presented my plan for industry, 
wherever possible, to advance a week’s 
pay to employees, especially to new 
employees, with the understanding 
that the employees spent it imme- 
diately for food, clothing and shelter, 
Colonel Howe told me it was an ex- 
cellent idea and the matter is now 
pending officially before General 
Johnson and other NRA heads. 

“IT figure that if 35,000,000 men 
and women could get such an advance 
in pay $500,000,000 would be turned 
into instantaneous action buying. 

“T made a test on the salary ad- 
vance idea here with my own work- 
ers,” he said. “I called them all in 
June 15 and told them they would 
have a 10 per cent salary increase 
August 1, and if they would promise 
to buy essentials for themselves and 
homes I would make them the salary 
advance. ‘They would have twenty 
weeks to pay for it out of their own 
increases.” 
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The largest volume 
of sales in their history has been made 
since July 1 by time-recording instru- 
ment companies, particularly the four 
largest concerns making time-clocks, it 
was announced by Grover A. Whalen, 
City NRA Chairman, at NRA head- 
quarters in the Hotel Pennsylvania, 
New York. 


The huge in demand 


increase 
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for time-clocks, according to Mr. 
Whalen, reflects employers’ intention 
to adhere to minimum hour require- 
ments under the codes of different in- 
dustries, and also employers’ plans for 
increased business. 

“The International Time Record- 
ing Company reports an increase of 
from 400 to 500 per cent, according 
to model, for the year up to Aug. 31, 
over that of 1932,” Mr. Whalen 
said. “July was good, August better, 
and September will probably surpass 
August. 

“The Stromberg Electric Co. re- 
ports business as about 150 per cent 


aie Ds 


over that of 1932. This company, 
which sells only in large units, has an 
enormous increase in supply sales. 

“In the case of the Simplex Time 
Recorder Company, the figures for 
the month ended Aug. 15 are 200 per 
cent over those for the same period 
in 1932, with every probability that 
the month ended Sept. 15 will show 
an additional increase of 100 per cent. 

“According to available figures, 
most of the new installations are for 
smaller plants. The bigger part of 
this sudden increase is undoubtedly 
due to NRA activities. Employees’ 
hours of labor, dates and other in- 
formation pertaining to labor costs 
are kept on cards. These cards could 
be, and would be, used by owners in 
case of any complaint against their 
failure to live up to their particular 
code.” 
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Here are a few 


comparative figures issued by Dun & 
Bradstreet, which reflect the trend in 
price levels of products in the jewelry 
industry: 

Low-priced watches now are sell- 
ing 10 to 25 per cent above the Spring 
prices listed, while merchandise made 
of gold has advanced 25 to 40 per 
cent, and diamonds are up 25 to 35 
per cent. Part of the advance in the 
latter, however, may be attributed to 
the difference in foreign exchange 
rates, because of the lower value of 
the dollar abroad. The general dia- 
mond market has been stronger since 
the first of the year, following the 
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virtual cessation of production in the 
mines in the Union of South Africa 
and South West Africa. 

Prices of silverware have been set 
ahead from 25 to 50 per cent, de- 
pending upon the design and work- 
manship, due to the appreciation of 
the metal which enters into its man- 
ufacture. For, from the all-time low 
of around 24c. per fine ounce in De- 








“THE LAW OF THE LAND” 


N a recent statement made by 

Deputy Administrator Major R. 
B. Paddock to a prominent member 
of the jewelry trade he urged the im- 
portance of all merchants and manu- 
facturers who have signed the Presi- 
dent’s agreement promptly joining 
the associations whose codes are re- 
placing that agreement as fast as hear- 
ings can be held. 


An important point that must 
not be overlooked in the jewelry 
as well as other industries, he de- 
clared, is that when the associa- 
tion codes are adopted, they will 
become the law of the land and 
those outside the association will 
be subject to the codes adopted 
whether they join an association 
or not. 


To be on the outside, he said, 
simply means that the individual or 
concern will have no representation 
in the formation of the codes and will 
take no part in the discussions, but 
will be subject to the code as it is 
finally approved. They must abide by 
its dictates regardless of how little or 
how much it pleases them. 





cember, 1932, silver rose slightly 
above 40c. in July this year, an in- 
crease of 66.6 per cent. At present, 
quotations appear to be fairly well 
stabilized around 36%c., representing 
a gain of 50 per cent from the selling 
price at the beginning of the year. 
Further advances are to be made in 
all items requiring the use of gold, as 
the $20,000,000 which manufac- 
turers paid for gold in 1932 will this 
year cost them around $30,000,000 
for the same quantity. Instead of buy- 
ing gold at the statutory price of $20.- 
67183462 a fine ounce, it now will be 
necessary to pay a higher price of 
close to $30, in accordance with Presi- 


35 


dent Roosevelt’s new gold edict, which 
became operative on September 1. 
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¥. J. E. Brown, 


sales manager of the Seth Thomas 
Clock Co., Thomaston, Conn., is one, 
along with other clock manufacturers 
in this territory who report an in- 
creasingly important demand for 
spring wound clocks. 

“There is a constant increase in 
the demand for spring wound clocks,” 
explained Mr. Brown. “Especially is 
the demand noted in strike chime 
eight-day clocks, and the finer grade 
of mantel clocks. 

“The return to 
clocks is being reflected through 
jewelry stores everywhere. This, of 


| MAY BE OLD FASHIONED — BUT THEY’ 
WANT “—- 


} ie 


spring wound 





course, does not mean that electric 
clocks are passing. In certain types of 
electric clocks the demand is as large 
as ever.” 

 @ @ 


4d 
- by a notable 


turn for the better in Latin America, 
the proof of how far the recovery 
movement in American foreign trade 
has already gone is shown by the fact 
that in 16 countries, widely scattered 
over the world, American exports for 
the first six months of this year are- 
better than last year. Six of these- 
countries,” says a statement by G. L. 
Harding, secretary of the National 
Foreign Trade Council, “are in Latin 
America—Argentina, Brazil, Chile, 
Venezuela, Colombia and Mexico; 
six are in Europe—Italy, Germany, 
France, Finland, Spain and Belgium ;- 
and four—Australia, New Zealand, 
South Africa and Egypt—are more or 
less closely related to British Empire. 

“The increase in active lines of 
American exports, those which are 
susceptible to salesmanship, is the 
most encouraging feature of the pres- 
ent phase of American foreign trade. 
The proportion of manufactured 
goods among our exports is now more 
than 67 per cent for the present year 
compared with 63 per cent for the 
first half of last year.” Among the 
long list of manufactured articles 
which are sharing in this decided gain 
jewelry unfortunately is not included. 
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the precious jewelry producing industry code 
us was held at the Mayflower Hotel, Washing- 
ton, D. C., on Sept. 25 and 26, before Deputy 
Administrator R. B. Paddock. The hearing was punc- 
tuated by objection to inclusion in this code by the dia- 
mond setters and makers of scholastic jewelry. 


EMBER 


WE DO OUR PART 


Edward Sumnick, secretary of the executive committee 
of the Precious Jewelry Producing Industry, which pre- 
sented the code, offered that document by reading it, 
details of which are already known to our readers. 


In addition he offered as an amendment to the code a 
lengthy supplement on fair trade practices which would 
make, among other things, the term “solid gold” apply to 
only gold of 24 kt. fineness; the stamping of the manufac- 
turer’s or retail dealer’s trade mark obligatory upon any 
article bearing the maker’s “quality mark,” and many 
other provisions. 


W. Waters Schwab, president of the Congress of 
Precious Jewelry Producers, Inc., followed with a brief 
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MAJOR R. B. PADDOCK 
Deputy Administrator 


NATIONAL RECOVERY ADMINISTRATION 


Who presided at the public hearing of the 
Precious Jewelry Producing Industry 


Code Hearing | 


in which he stated that the code as presented had been 
agreed upon by the “vast majority of the industry” and 
in which it was pointed out that manufacturers were 
unable to produce standard merchandise in anticipation 
of demand, inasmuch as “style” always had been a factor 
in the determining acceptance for this type of product. 
In support of general provisions of the code, Mr. Schwab 
also explained that the industry was so dependent upon 
general prosperity that many manufacturers now were 
producing only the actual orders received from merchants. 
He insisted that there was no intention on the part of any 
manufacturer to lower his wages because of the code. 

Protesting that retail jewelers had not been consulted 
in the code’s preparation, Arthur J. Sundlun, of this city, 
representing the National Retail Jewelers Recovery 
Committee, offered an amendment to define a manufacturer 
as “any person who produces jewelry for resale and not 
for sale to the ultimate consumer.” He objected to 
giving what he described potential competitors “vitally 
important and private facts” regarding the business of 
retailers, and asked that his group be allowed partici- 
pation in administering the code. Later in the proceedings 
Mr. Sundlun had quite some discussion as to whether any 
retail jewelers can be manufacturers or not. He said that 
he did not believe that any retailer should be under the 
manufacturers code. 

Clifford F. Lamont, representing the Gem and Pearl 
Dealers’ Association, composed of some 50 firms which 
included all the important dealers, he said, expressed 
satisfaction with the code but asked that an amendment 
be included which would make it possible for his 
members to place higher priced pieces of jewelry on con- 
signment with dealers, and that would make banks, 
individuals not in the trade and foreign merchants also 
amenable to the code’s regulations. 

Further support of the code as presented was given by 
Herbert L. Farrell and Henry Blank, representing a 
group of Newark manufacturers embracing some 130 
firms. 

While endorsing the proposed code in principle, Rawson 
L. Wood, representing the National Association of 
Scholastic Jewelers, asked permission to submit an in- 
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.On Precious Jewelry Industry 


dependent code for his branch of the industry. This 
followed, in its main provisions, the text of the code 
under discussion, but specified as its chief object the 
prohibition of contracts covering more than any one class 
in a particular school. In reply to a question by the 
Deputy Administrator regarding the proportion of the 
industry represented by the association submitting the 
supplemental code, Mr. Wood stated that he had no way 
of determining this, and acknowledged that there were 
a considerable number of firms not affiliated with his 
group. 

Principal objections to the code on the part of diamond 
setters dealt with its wage and hour provision for labor. 
Abraham J. Kaheel, counsel for the Diamond Setters’ 
Association stated that his client had not been included in 
the deliberation leading to the formulation of the code, 
and, he filed a substitute document which he said had 
been approved by “every articulate diamond setter in the 
country.” This new code called for a maximum’ work 
week of 30 hours and provided a minimum wage based 
on various craft classifications ranging from $52 per week 
for platinum jewelers to $42 for gold jewelers, press 
hands, melters and gold jewelers. It also presented a wage 
scale for diamond setters, to be computed by the stone 
and not by the article, and set forth a lengthy schedule of 
rates ranging from 10 cents per stone in full channel wed- 
ding rings to $1 each for one carat stones, with 25 cents 
extra for each additional % carat or fraction. A minimum 
of 25 cents for the examination of old jewelry for loose 
stones was among the scheduled rates. 

William Karlin, counsel for the International Jewelry 
Workers’ Union stated that he spoke for locals represent- 
ing virtually all persons employed in the diamond setting 
business in the larger cities. He charged that many 
employers have been building up stocks during the past 
two months when labor costs have been low, and that 
department stores already have begun to raise their prices 
on this type of merchandise which they ordered some weeks 
ago in anticipation of later price advances. 

Mr. Karlin said that there should be a 35 hour week 
rather than a 40 hour as provided in the regular code. He 
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said that the workers whom he represented want a five day 
week with a six hour day. He also asked that labor have 
a hand in connection with the code authority. 

In connection with his testimony Mr. Karlin submitted 
the code on behalf of the workers. 

Leon Williams, vice president of the Workers Union 
raised objections to the 40 cents per hour minimum in the 
code and suggested that there should be a straight weekly 
rate instead of the hourly rate. 


Answering a question he 
admitted that there are many workers now getting less 
than the 40 cents per hour suggested in the code. He asked 
for a 30 instead of 40 hour week and raised objections to 
all home work by anyone in the industry. He asked that 
apprentices be given $15 weekly for the first year, $20 for 
the second year and $30 for the third year. 

Henry J. Moynihan, president of the Union said that 
the workers are even more interested in the jewelry busi- 
ness than the employers. He also asked that labor be 
represented on the code authority. 

Harry Kreskal, of the Jewelry Polishers Association 
submitted a new code in which he asked for a 40 hour 
week except for the period from December 1 to January 
1 when there is to be a 48 hour week. The shops to be 
open 48 hours a week with an 8 hour day. 

Walter N. Kahn of L. and M. Kahn & Co., New York, 
said that the word “dealer” used in the code means 
“wholesaler.” The Deputy Administrator asked if this 
was agreeable ahd those present said that it was, so the 
word “wholesaler” was substituted for dealer in Article 
I of the code. 

Considerable discussion was provoked regarding the 
exact status of diamond setters with Joseph Kraysler, 
president of the Diamond Setters Association of New 
York; Samuel E. Beardsley, representative of NRA 
Labor Advisory Board; and John Boyland, representa- 
tive of NRA Industrial Advisory Board, concurring in a 
belief that diamond setting represented a complete and 

(Turn to Page 95) 
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Facing the Future 
HE BLUE EAGLE—symbol of 


The New Deal—is seen in every 


city, town and village throughout the . 


United States. The greatest drive 
this country has seen since the days 
of the World War is under way, 
and for the first time since 1929 
jewelers are looking ahead to the 
holiday season with a feeling of con- 
fidence. 

Confidence and a willingness to 
Do Our Part will help to dispel the 
last shreds of depression. The 
jewelry industry has been hard hit 
and complete recovery may not come 
all at once. Nobody expects that, 
but renewed courage means a great 
deal. 

Christmas is less than three months 
ahead. Santa Claus is making ready 
for his annual December trip. Let 
us hope that he will visit every home. 


¢ ¢ 6 


Conference on Gold 
Covered Articles 


b dempy conference at Washington, D. 
C., Sept. 21, under the auspices of 
the Bureau of Standards, approved, 
with minor revisions, a_ tentative 
draft to cover the marking of gold 
filled and rolled gold plate articles 
other than watchcases and arranged 
to submit the results of the confer- 
ence to the trade. If the proposed 
standards are acepted by 65 per cent 
of the industry they will become effec- 
tive Jan. 1, 1934. 

The results of the conference are 
looked upon as a big forward step in 
getting the trade together on a ques- 
tion which has been under discus- 
sion for many years, and which, when 
once settled, will be of great general 
benefit. 

It is now up to the industry to act 
upon the matter and if such action is 
favorable, it will undoubtedly mean 
that the standards will become the 
basis of future legislation. 

Whatever the outcome, it is to be 
hoped that it will result in standards 
which will help to eliminate the un- 


fair competition from which the in- 
dustry has suffered for years, and at 
the same time, be fair to the manu- 
facturers, distributers, retailers and 
the purchasing public. 


4 6 
Jewelry Trade Survey 


HE survey of the jewelry trade re- 

leased Sept. 9 by Dun & Brad- 
street covering production, wholesale 
buying, advancing prices and the de- 
crease in failures is one of the most 
encouraging that has appeared since 
the beginning of the depression from 
which we are now emerging. It should 
have a stimulating effect upon the 
industry. 

The value of the jewelry produced 
from June | to the end of August, the 
statement says, is estimated at 20 to 
30 per cent above that for the com- 
parative three months of 1932 while 
volume of output gained to the ex- 
tent of 10 to 30 per cent. Con- 
siderable enthusiasm is expressed re- 
garding the increased volume expected 
for the fall and winter trade, 
although uncertainty exists as to the 
effects of the new working schedules 
which will be provided by the N.R.A. 
code. 

After the slight upturn in the 
wholesale trade in June, orders in 
July rose 18 per cent above those of 
July, 1932, while sales in August 
were nearly 60 per cent higher than 
the total for the same month a year 
ago. Orders for silverware are 
nearly double those of a year ago at 
this period.., 

The report points out that sales 
with instalment retailers have picked 
up by a good percentage during the 
last two months and a marked im- 
provement has been noted in instal- 
ment collections, giving evidence of 
wider employment and _ increased 
earnings which have resulted from 
application of the N. R. A. codes. 

Price levels for the products of 
every branch of the. manufacturing 
industry are beginning to rise with 
the increase in the cost of labor and 
material failures are showing a down- 
ward trend and collections are fully 
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25 per cent ahead of the first three 
months of the current year. 

More diamond rings, bracelets and 
wrist watches have been sold in the 
last three months than during the 
entire first half of the current year. 

With conditions already showing 
an improvement, as indicated by the 
report, retail jewelers have every rea- 
son to anticipate an improvement in 
fall and holiday trade. 


4 4 


The Gold Situation 


HE removal by President Roose- 

velt on Aug. 28th of the embargo 
against newly mined gold shipments 
from the United States and the en- 
forced delay awaiting the interpreta- 
tion of the new regulations as apply- 
ing to the purchase and sale of gold 
and as to reporting to the Govern- 
ment the gold on hand, caused many 
inquiries from jewelers. ‘The buying 
of old gold from the public was tem- 
porarily prohibited, but this condition 
was cleared up as promptly as possi- 
ble as was the question as to report- 
ing to the Government gold articles 
in which the gold value is more than 
50 per cent of the total value. The 
retail jeweler may now buy old gold 
from the man on the street but to do 
so he must have a license from the 
Government. Manufactured gold ar- 
articles need not be reported. 

A temporary embargo was placed 
on gold needed in the manufacture of 
jewelry, but this was lifted and modi- 
fications of the embargo for foreign 
shipments of articles containing gold 
have been received. 

Gold is now selling abroad at fig- 
ures considerably higher than the 
standard price of $20.67 in effect fur 
many years in the United States, and 
jewelers have found it necessary to 
pay a higher price for their gold. 

This has automatically caused 
price advances in gold jewelry mer- 
chandise ranging from 15 to 45 per 
cent, depending on the gold content 
of the articles manufactured. These 
increases followed closely advances 
due to rising labor costs. 
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Your Association and You 


HE recent convention of the 

American National Retail Jewel- 
ers’ Association at Milwaukee was in 
many respects the greatest ever held. 
In attendance it fell below some pre- 
vious gatherings and the exhibits were 
not as numerous this year but in point 
of earnest effort and real enthusiasm 
it outranked all others. 

The present emergency and the ne- 
cessity for united action on a code of 
fair competition brought to the con- 
vention leading retailers from all sec- 
tions of the country. Proprietors of 
the large city establishments joined 
with smaller town jewelers in a de- 
termined effort to work for the gen- 
eral good of the entire retail trade. 

A study of the resolutions presented 
at the convention indicates a de- 
termination to be of greater service 
to the industry. Committees were ap- 
pointed designed to exert immediate 
improvements. One committee is to 
study the engraving problem and re- 
port its findings to the Code Commit- 
tee. Another is to study the constitu- 
tion and by-laws and provide a sys- 
tem of organization and financing 
which will make the association in- 
dependent and ready to perform its 
full service in connection with the 
National Recovery Act. 

It is anticipated that the A.N.R.- 
J.A. will secure its own trade prac- 
tices and be entrusted with the ad- 
ministration of them. This will in- 
volve work and it will involve ex- 
pense. Every retail jeweler in the 
country who is not already enrolled in 
the A.N.R.J.A. should rally to the 
colors—right now—and become a 
supporting and cooperating member. 

You are wanted in the association. 
You are needed. Your dues are 
needed, but with the money you pay 
in, you are asked to contribute some- 
thing of yourself. You will learn from 
your association with other jewelers. 
You will acquire a respect for them, 
and in giving your best efforts to the 
work of the association you will have 
the satisfaction of not only benefiting 
yourself, but of aiding in a worthy 
cause. 
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[N speaking about trade associations during the course 
of his Labor Day address at Chicago, General Hugh S. 
Johnson, National Recovery Administrator, said: 


"In order for this plan to succeed in the long pull, trade 
and manufacturing associations must be strengthened. 
The law gives them specific recognition—indeed, it makes 
them part of the enforcement machinery. All merchants 
and small manufacturers who have signed the President's 
agreement should very promptly join the associations whose 
codes are replacing that agreement as fast as hearings can 
be held. That is their permanent protection. That is their 
real chance to get the more important benefits of the act. 

"In our eventual pattern these associations will, in the first 
instance, and in truly representative fashion, govern their 
trades and industries." 
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By 
Polly Pettit 


Keep in mind that 
the first principle of retail display whether for jewels or 
silver (or for any product) is the expression of an idea, 
which illuminates some characteristic of the product. An 
idea thus expressed puts meaning into merchandise, assists 
the passerby to understand the merchandise and to appre- 
ciate it, and instils in him the desire to buy. 

In order to express ideas which illuminate one or the 
other of the numerous characteristics of a product it is 
necessary first to know the product. No bag of tricks, no 
amount of cleverness with light or color or mechanical 
device can compensate for precise and complete knowledge 
of the product. It is out of this knowledge that. the dis- 
play man draws his ideas for display. 

In order to know the product thoroughly, the display 
man should ask himself what the physical characteristics 
of the product are; what are its historical characteristics, 
and what its practical characteristics. The answers to 
these questions will reveal a wealth of display ideas. 

Having determined upon an idea, the display man must 
use all the ingenuity at his command to express that idea 
as clearly as possible. Into this expression, or execution, 
should enter the secondary principles of display—the 
principles of line and balance, of color and harmony. 
Facility in these principles is achieved primarily through 
practice and may be aided by a brief study of line and 
balance, of color and harmony in painting or architecture 
or design. However, the display man, no less than the 
painter, must have ideas before he can express them, and 
the expression of an idea in display is fundamental and 
primary—the first principle of the successful display of 
merchandise. 


By way of illustration— 


Photograph No. 1— 

Idea—A physical characteristic of diamonds—The 
exquisite brilliance of the polished, faceted stone, em- 
phasized by comparison with rough diamonds. 


Copy—The Hand of Man devises prodigious tools to 
shape and polish the rough, unprepossessing diamond in 
order that the Hand of Woman may sparkle with a 
devine white blinding light. 

Accessories to a clear expression of the idea: 


1. Portrait of a woman in white. 


2. Lace mantilla and fan for deliberate contrast with 
the “prodigious” tools for making the diamond brilliant. 
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WINDOWS EXPRESS IDEAS 


3. Magnifying glass through which the rough and 
the finished diamond may be seen and compared with 
flattering emphasis upon the brilliance of the finished 
diamond. 


Photograph No. 2— 
Idea—An historical characteristic of earrings—worn 
by men as well as by women. 


Copy—Earrings were worn as amulets from the 
early days of the Patriarchs of Israel. 

Faith in the protective power of earrings persisted 
down to the reign of Charles I. 

In those days when man appeared resplendent in ruf- 
fled lace, long locks and plumed hat, Phillip Stubbes 
wrote, “Women are so far bewitched as they are not 
ashamed to make holes in their ears, whereat they hang 
rings of gold and precious stones ; but this is not so much 
frequented among women as men.” 

Accessories to a clear expression of the idea— 





Copy—lIllustrating the versatility in design and use 


1. Portrait of a lady wearing earrings. of the clip (Ranging in price from $50 to $5,000). 

2. Two fine old volumes showing Charles I and Accessories—to a clear expression of the idea. 
Shakespeare wearing earrings. 1. Opere pemngs taht dled 

3. Wire stands, shaped to suggest the ear, bearing 2. Hat using clip. 
modern earrings. 3. Photograph showing a clip used on a blouse. 
Photograph No. 3— 4. Purse with three clips. 

Idea—Practical characteristics of the clip pin. 5. Evening wrap held together with clips. 






Below—Photograph 
Number One 






Below—Photograph 
Number Two 








Three photo- 
graphs of win- 
dows to which 
Mrs. Pettit refers 
in this article. 










Center—Photograph 
Number Three 
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JOHN C. HASS 


Manager and Buyer, Clock Dept., 
Smith-Patterson Company 
Boston, Mass. 


dhe electric clock 
department of the Smith-Patterson Co., Boston, Mass., 
is promoted with a very definite merchandising plan, 
responsible for its growth and expansion in this very 
fine jewelry store. 

Talk with John C. Hass, manager and buyer of the 
clock department, and you can catch immediately the 
answer to much of the success of this department. Ob- 
viously, he is clock conscious, and his thorough under- 
standing of the value and utilitarian need for electric 
clocks in the home and office is complete and convincing 
to the customer. 

“We use one entire window throughout the year,” 
declared Mr. Hass, “for clocks exclusively. We appro- 
priate the greater part of this window display to electric 
clocks, but spring wound clocks as well are featured. 
Frequently we show electric clocks exclusively when we 
are attempting to emphasize some special promotion. 

“The window is changed once a week. Price tags are 
shown on some of the popular priced numbers. This 
arouses the curiosity of the customer and arouses a buy- 
ing urge, which brings the customer into the store. Our 
price range will run from $5 to as high as $165. This 
leaves an impression that the Smith-Patterson Co. has 
an extensive clock department to meet all requirements. 

“When a customer asks to see a clock, we don’t im- 
mediately try to force an electric clock upon her. But 
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There's an effective promotion plan behind the 
electric clock business of Smith-Patterson Com- 
pany, Boston, Mass. Sales are increased through 
display windows, letters, ads and intelligent sales- 
manship. A systematic follow-up record stimulates 


sales after the first clock is purchased. 


through an exchange of conversation, we attempt to dis- 
cover her preference. If we find an objection to an electric 
clock, for some reason that we know can easily be over- 
come, we apply our selling arguments, which we know 
will convince the customer that her objections are not 
fundamentally sound. 

“Frequently we ask the customer, ‘why don’t you want 
an electric clock ?’ and not infrequently we hear the reply, 
‘Oh! No particular reason.’ Of course, when we point 
out the convenience of not having to wind the clock and 
as nearly perfect time as it is possible to have, we usually 
break down the customer’s resistance. 

“Men, as a rule accept an electric clock more quickly 
than do women customers. I can understand this, too. 
Men are more apt to have mechanical minds than women. 
They have a comprehension of things mechanical while 
women, fearful of complications and the mysteriousness of 
wheels and motors, hesitate, before making up their minds. 

“The need for accurate time in conducting the home 
is a forceful appeal, which always wins an attentive ear. 
Meals, departing and arriving of the family for work and 
school, are selling arguments that possess logical rea- 
soning and are understood by women. 

“Tn the larger cities time interruptions are of no serious 
consequence and should not be considered as an objection 
when advanced by the customer. Take my own case. I 
have six electric clocks in my home and in the past five 
years I don’t believe there have been a dozen current 
interruptions. When this is told to a customer, the objec- 
tions on this point usually disappear. 

“We feature electric clocks from $3.95 up. The 
large percentage of our electric clock business is between 
$5 and $25. About 50 per cent of our sales in electric 
clocks are kitchen and alarm clocks. 

“We believe that only the standard makes of clocks 
should be handled by good jewelry stores. Clocks that 
the jeweler can sell with confidence and not have to worry 
about them when bought by his customers. There are 
plenty of good lines of electric clocks which can be sold 
with security and efficiency in service and accuracy in time 
keeping. 

“Our best selling styles are the tambour and cabinet 
styles. Whenever we have attempted to merchandise 
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CLOCKS WITH A PLAN 


novelty cases the results have been disappointing. So from 
our experience we have found the standard shapes are 
most acceptable. 

“Before any electric clock can be placed in stock 
it must have our own stock number scratched on it. When 
the clock is sold we enter on a record card this number, 
to whom sold, address, to whom it was sent, movement, 
name, type and case and date. This card is sent to the 
office with the sales ticket, where the information is trans- 
ferred to another record card. 

“This contains practically the same information with 
some additional facts. The card is divided, one being filed 
for reference in case of credit or defective movement, the 
other half to be used for following up the customer, sug- 
gesting another clock. 


“After a few months we send out the following letter: 

On June 30 we had the pleasure of selling you 
a small electric clock. At that time you thought that 
if this clock proved satisfactory you might be in- 
terested in a larger clock for the radio or mantel. 

If you are still interested and we hope you are, 
we shall be very glad to have you come in and look 
over our complete line of clocks; or if it is not con- 
venient, we would be very glad to send one or two 
clocks to your home. 

Hoping to hear from you and trusting that your 
present clock is giving satisfactory service, we are 
yours sincerely. 

“This letter is followed up with another one indi- 
vidually written suggesting the usefulness of another 
clock. After the first clock is sold we concentrate on these 
names, believing they are sold on electric clocks. 

“The card record is used occasionally to convince some 
person that the clock was not bought in our store. This 
frequently happens in the case of wedding gifts. The 
customer is convinced that the clocks came from our 
store and then we have to explain that it isn’t marked 
with our stock number and after showing her the record 
card she is satisfied. 

“Spring wound clocks are experiencing a strong re- 





vival. This was especially true during the past eight 
months. Most of the interest is in the chime, strike clocks. 
Some prefer the ticking of the clock, is the explanation 
offered when questioning a customer. 


i either from 


habit or lack of confidence, have a sentimental inclina- 
tion towards the spring wound clock. But we do ob- 
serve a keener interest being manifested in spring wound, 
chime strike clocks. 

“Weight driven hall clocks are an important part of 
our clock department and we carry a very representative 
stock. The movement of the pendulum, the ticking, all 
seem so traditionally a part of the hall clock that custom- 
ers will not sacrifice it for more modern timing. 

“One thing we believe vital to the success of our elec- 
tric clock department and that is turnover. If you’re going 
to operate profitably and aggressively you must turn your 
stock frequently and keep it alive with the newest lines 
and models. 

“Our customers accept our judgment in recommending 
electric clocks. They have confidence in our store and in 
most instances have patronized it for years so, when we 
advise this line or that model, they feel satisfied that we 
are giving them our best judgment and advice. People 
buying good electric clocks are purchasing them in jewelry 
stores, realizing that jewelers have always been recognized 
as time experts. 

“The enhanced value of a gift which comes from a 
jewelry store, as against the one coming from another retail 
outlet, is equally true about clocks, selected for presents. 

“Tt is especially so when given and bought for time ac- 
curacy and reliability rather than for ornament or deco- 
ration. 

“The tradition of so many families having purchased 
their first family clock from a jeweler still has its influ- 
ence in many clock sales today. Customer habit is not 
easily changed. 
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CARD MADE OUT WHEN CLOCK IS SOLD 











FOLLOW-UP CARD KEPT IN OFFICE FILE 


The two record cards explained in this article providing important information, which is used both for follow-up sales work as well as a check 
on identifying clocks sold by company. Repairs and returns are also entered on the file card. 
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"WE APPEAL 


As Told To 
ALBERT WHIPPLE MORSE 
by 
O. C. HOMANN 


President of the C. B. Brown Co., Omaha, Nebraska 


dd 
a selling Sterling silver, 
we appeal to a prospect on the basis of beauty, pride of 
ownership and the practical viewpoint rather than use 
high pressure salesmanship. 

“People are more accustomed now to having better 

things. - The number of families in former days having 
Sterling was proportionately smaller than is the case 
today. We suggest to prospects that Sterling will last 
indefinitely and can easily be used daily by the average 
family over the period of a lifetime, so there is no reason 
why it should be reserved for state occasions. 
O. C. HOMANN “We find that most women are interested in the sub- 
ject of Sterling, and I believe that advertising has mate- 
rially assisted in cultivating this attitude. Women who 
entertain and go into other homes see tables of Sterling 
correctly appointed, are influenced by their contact with 
nicer things, and naturally acquire a desire to have these 
things for themselves. 

“We put romance into our Sterling sales. Each pat- 
tern has something interesting behind its development, 
and this can be told to prospective purchasers along with 
other information. There is a danger of being too tech- 
nical, however, and of overburdening the prospect with 
too much detail. The salesperson must not forget that 
he is selling Sterling and not giving a lecture on design. 

“Every salesperson showing Sterling should understand 
it. All who sell in this department in our store make a 
study of Sterling in order to be familiar with the subject. 
We talk Sterling to customers of other departments when- 
ever it can be done without giving them the idea of pres- 
sure salesmanship, because we feel that every customer is 
a silver prospect. 

“Psychology in selling is an important factor. Indi- 
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TO PRIDE OF OWNERSHIP” 


vidual needs of each customer should be considered. We 
suggest different articles to a customer, and if she has 
them she will most likely say so. She may need a num- 
ber of things which do not occur to her until suggestions 
are made. Often an entire set of silver will be needed 
by a bride. 

“We try to get information without asking a direct 
question. We avoid creating a situation where the cus- 
tomer might feel that we are too inquisitive, and take 
offense. A clever salesperson can make suggestions in an 
indirect way which may create as well as increase sales. 
Frank discussions will often disclose whatever objections 
the customer has to Sterling. 

“We sell patterns to harmonize with architectural 
periods. When we determined upon our stock of pat- 
terns we had in mind that some persons select designs 
from an architectural standpoint, so we are able to tie in 
with almost any period. Most of the newer homes in 
our city are of a decided English type, and several patterns 
blend with the interiors of these homes. 

“Dresser sets should be of either gold or Sterling. 
Gold is limited to a few, and we tell our customers that 
Sterling is next in desirability. This is mostly a gift 
item, and we have noticed a decided increase in sales in 
recent years in men’s dresser silver. After all, men have 
some sense of vanity. We find that about 95 per cent 
of men’s dresser silver sets are sold to women. 


Top—A view of the in- 
terior of the C. B. Brown 
Co’s store. 


Bottom—A close up of a 

wall case display showing 

silverware in a wide price 
range. 
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‘“‘We are able to attract the smaller con- 
sumer dollar,” says Mr. Homann. “The last 
two or three years we have made a strong- 
er appeal for this trade through our window 
displays and advertising, without, however, 
going too far in that direction. Through 
this ‘appeal we have managed to maintain 
an active volume of sales reaching those 
who buy only a few pieces at a time, instead 
of several dozens.” 





‘“‘We make it a practice to suggest Sterling pieces for 
golf awards and prizes for other contests. With our 
customers, Sterling bowls are the most popular item for 
this purpose. Other suggestions are center pieces, meat 
dishes, vases and water pitchers. This can be made a 

(Turn to Page 57) 
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WE DO OUR PART 


Sentiment, Sales and the Indigo Eagle 
Should Soar Together 


. By The Observer 


With more than 


a third of the weddings still to be crowded into the re- 
mainder of the year—plus the early urged pre-holiday prep- 
aration—things should be humming in the jeweler’s shop 
for the next twelve weeks—if WE DO OUR PART. 

Don’t think this blue bird is all fuzz and: feathers and 
not just exactly the meat the country needed. People are 
inherently apt to fear and resist changes but something had 
to be done. It was! For the task the country confronted 
was gigantic, calling for a degree of loyalty and self- sacri- 
ficing cooperation heretofore unknown. If you’re not in 
step, you’re not in the Prosperity Parade. 

Leadership had to come from some quarter and what 
source was a more natural one than the National Ad- 
ministration which had just received an overwhelming 
vote from the people that assumed the proportions of a 
Niagara. And Hoover’s home in Palo Alto shows the 
significant symbol conspicuously. 

At first blush it looked as though the business execu- 
tives of this vast land were in the main asked to give up 
long held privileges, but don’t let’s overlook the outstand- 
ing fact that the raising of living standards, eminently de- 
sirable in itself from the social standpoint, has its economic 
counterpart in a broadened market for the products of our 
industry. And what industry needs a broader market? 
Can you think of one? 

Stimulated by sane management, the jewelry and allied 
industries cannot fail to benefit greatly from the immense 
increase promised in the gross volume of general business. 
In the long run efficiently conducted business units will 
quickly reflect the advantage of dealing with well remun- 
erated customers instead of futilely attempting to sell a 
market dominated by semi-paupers. 

Particularly heartening to retail jewelers should be 
the portion of the Code which puts the long needed finger 
in the dike through which price cutters were running with 
astonishing speed. This stopper opens avenues to legiti- 
mate profit which if something had not occurred would 
soon fade. In many stores, profits had already turned the 
corner—out of sight. 

Frankly, we are in the midst of an epoch-making pro- 
gram of business control and financial opportunity. The 
country is no longer drifting and if every retail jeweler 
and manufacturer would make plans and promote and 
push them as avidly as General Johnson does his, the goal 
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would be nearer. But the prizes and prosperity we all 
crave will be given out proportionately to the work put in. 

Reports of salesmen out with Xmas merchandise are 
more cheerful. More sales sheets contain figures and fewer 
weather reports than ever since 1929. Approximately half 
a dozen new sterling patterns are being presented and all 
are reported to be receiving gratifying placement. 

It would do this country good if we would ali get a 
touch of consumption. We refer to the “T. B.” which 
is “Timely Buying.” The nation should go a-shopping for 
the goods and products of America’s workers. 

No, we haven’t reached prosperity yet, but we’re getting 
NIRA and that will prove one of the greatest boons to 
advertising and selling in the history of American business. 
On the strength of what has already occurred, two of the 
largest publishers of magazine groups have already an- 
nounced rate increases to become effective this time next 
year. 


“Tihwoughout the advertising 
pages of this book you will find fascinating fashionable mer- 
chandise. Consider it. Support these loyal producers of 
smart, new styled items for Fall and Winter presentation. 

The crying need of the manufacturers who are raising 
wages, shortening hours and increasing prices is increased 
sales at “the neck of the bottle’ —retail jewelry stores. 

The New Deal will not peter out because the artificial 
stimulants which started recovery will be effective if re- 
tailers carry their end of the log. 

Use of the pre-holiday advertising materials—direct 
mail—newspaper advertisements—window and counter 
displays—carefully prepared by the leading manufacturers 
in each line will go a long way toward turning the trick. In 
fact, it’s no trick—it’s common sense, orthodox procedure. 

My late Summer observations convifce me that the sea- 
son’s materials are better than ever—worthy and alluring. 

The public realize hoarding simply puts ashes on the slide 
to success. Every dollar spent puts us just that much nearer 
the place we all should be. 

Let me reiterate that price makes little difference when 
the quality increases with it. The jeweler who proved it 
by selling only five watches in three weeks at cut prices and 
in the following three weeks sold eleven at regular prices, 
made a test case worthy of the attention of every single 
jeweler in this country. 
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(Author of a “Text Book of Precious Stones,” “Diamonds,” 


Frank B. Wade 


(Continued from the September issue) 


Mest diamond merchants 


will agree that only the better grades of diamonds should 
be offered for investment purposes; such diamonds as make 
the most suitable engagement stones. In color they 
should be at least good ‘‘wesseltons” and “top wesseltons”’ 
would be better still. There should be no trace of off 
color visible when the stones are faced up even though 
dimmed by the breath and, on edge, there should be but 
the faintest trace of color even when direct comparison is 
made with a snow white “River” stone. Such goods are 
by no means common and that is why they will command 
a more ready resale than the “run of the mine” goods. 
In all probability, if resold at all by the “investor” the 
diamonds will have to be sold to a dealer, or at least, 
with the appraisal of one who knows diamonds and who 
has a reputation for both knowledge and integrity. 

If the selling merchant has too free a conscience or too 
unskilled an eye it will come out when the stones are 
inspected by the one who is asked to buy the “‘invest- 
ment” or by his expert. Then there will be grief. If, 
on the contrary the goods are of exceptional quality and 
times are again good it even may be that a sale can be 
made to a dealer, perhaps a bit under the current whole- 
sale price, but at a nice profit to the “investor.” ‘It is 
undoubtedly true that many such sales were effected 
during the boom times when the supply of fine goods 
did not equal the demand. Private parties who had 
owned fine diamonds for many years and who had bought 
them at a much lower price than obtained in the late 
lamented “good” times were frequently in a position to 
sell them at a good gain even to dealers. 

It is upon this basis that the principal “investment” 
argument of the diamond merchant must rest. In addi- 
tion to having very fine color the “investment” stone 
must be perfect or nearly so. The v.v.s. (very, very 
slightly imperfect) goods of the better houses are excel- 
lent “investment” stones. They are more readily obtain- 
able than absolutely perfect goods and the tiny faults 
contained in them are such as will readily escape detec- 
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“Only the Better Grades of Diamonds should 


be offered for investment purposes” 
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Investment’ 


By 
Frank B. Wade 


etc.) 


tion by many dealers who have a certain amount of 
skill in detecting flaws. If stones with more fréadily per- 
ceived imperfections are offered (such as first piqué goods) 
they should be of the very best of such lots to have 
real investment value. 

Having outlined the color quality and the degree of 
imperfection that may be tolerated in our “investment”’ 
stones we should next consider “make.” Only finely 
made goods should be offered. ‘These must be so close 
to the idea proportions that they will have lots of “‘life” 
and “‘fire.”” No sleepy centers, whether from too great 
thickness back of the girdle or from too shallow a back, 
should be permitted. If sawed stones are offered they 
should have a generous top, at least one fourth of the 
thickness should be above the girdle. Here we will 
have to refuse many a paper of stones for there is 
great temptation in cutting to scant the top of the stone 
and to leave the back too deep in order to save over 
50 per cent of the weight of the rough in the finished 
goods. If “made up” goods are offered they should not 
be too “lumpy.”” When made right such “made up” dia- 
monds are hard to beat for brilliancy. Moreover these 
diamonds must be of salable sizes. Meélée can be sold only 
by a dealer to a dealer. The private party must have 
solitare sizes. 


H. must not have 
too many individual stones to sell or he may have to make 
too many deals. Everything considered most diamond 
men would say that stones from four to eight grainers 
(one to two carats) would probably move better than 
smaller or larger sizes. If but a small amount of capi- 
tal is in question then fine goods of from full halves up 
may be used. If more capital is to be invested there 
should be some thought taken to get good assortments 
as to size. 

The honest merchant will not encourage his customer 
to think that any extensive resale to private parties will 
be at all easy. While a certain amount of such resale 
is always taking place it helps the diamond business only 
very indirectly. 
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Diamonds in the rough 


The Origin of the Diamond 


In the beginning the world was a seeth- 
ing mass of molten metal. 


Gradually the surface cooled and solidi- 
fied and in the process of cooling and hard- 
ening the interior began to expand with 
such force that the earth’s surface gave way 
in places and volcanoes belched forth lava. 


In some places the lava contained little 
sacks of carbonic gas, which passed through 
the earth’s crust under tremendous pres- 
sure, solidified into crystals of pure car- 
bon, otherwise cailed rough diamonds. 


Then cut to perfection by skilled Amer- 
ican mechanics, they are known throughout 
the world for their brilliancy and beauty; 
therefore always preferred by the trade. 


Hence the Diamond, God’s Most Exquis- 
ite Gem. ' 


BUY YOUR DIAMONDS FROM 
AMERICAN MANUFACTURERS 


THERE IS ALWAYS A MARKET 
FOR DIAMONDS 





UNITED DIAMOND 


Manufaeturers’ Association, me. 


Whose purpose is to promote the interests of the 


diamond industry. 
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OPAL—Octoser BIRTHSTONE 


By ROBERT M. SHIPLEY* 


M4 
Che are unlucky!” 


How many times does this queer statement interfere 
with the purchase of this exquisite gem by some lover of 
beautiful things. This old superstition may have long ago 
been dissipated had the jewelry trade explained its un- 
warranted foundation. How many jewelers know that 
through all of the centuries until the 19th the opal was 
considered among the Juckiest of stones? How many can 
tell the story to their superstitious customers of the Ro- 
man Senator who preferred exile and disgrace to a parting 
with his lucky opal? Does any gem salesman realize that 
a story of a pretty lady and an evil opal, imagined and 
written by a famous novelist, has been allowed to poison 
the minds of many against a stone which so great an art 
authority as Ruskin says “presents the most lovely colors 
in the world except in the clouds’? Certainly many a 
meritorious opal has been unjustly blamed with every 
odd and sundry misfortune which might in the most 
normal course of events have happened to its owner. 

Only one real objection can be advanced against the 
opal. It is a fragile stone. However, any undesirability 
which results from that fact is more than offset by its 
great beauty which one writer describes as being the 
combination of “the burning fire of the ruby, the green 
sea of the emerald and the glorious blue of the sapphire, 
all flashing together in a marvelous mixture of light.” 

Opal is only from 51% to 6% in hardness and therefore 
is more easily scratched than many gems. Also, it is of 
very poor toughness and may be fractured with compara- 
tive ease. The dealer, lapidary and setter must use care in 
handling. Even when not being worn, opals tend to 
crack with the gradual loss of water, because the chemical 
make-up of opal is identical with that of quartz (Silica 
SiOz) plus varying amounts of water up to 10 per cent. 
depending upon their variety and the location in which 
they are found. 

This loss of water may be prevented or greatly retarded 
by keeping a thin film of olive oil on the surface of all 
opals. All loose and even mounted opals in the jeweler’s 
stock may be thus treated. Also, this is a good hint to 
pass on to buyers of opals. Such information, judiciously 
given, will not affect the sale but will often prevent the 


creation of a dissatisfied customer. 
©. is usually 


found in cracks, seams or hollows in rocks, and the beau- 
tiful black varieties are thought to have once been the 
soft bodies of shell fish or sponges which have cracked as 
they gradually turned into silica. Certainly such opals 
have only been found in countries which were once the 
beds of ancient inland seas as in Australia or in our own 
State of Nevada where the waters of the great lake La- 
hontan once rolled. Perhaps they are indeed pseudo- 





*President Gemological Institute of America. 
'Dana’s Text Book of Mineralogy, 4th Edition, 1932, 
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morphic after such sea life. Mineralogists have always 
classed the gem as amorphous. The statement is made 
in the newest edition of ‘““Dana’s Mineralogy”? that “the 
opal condition is once of—incapability of crystallization,” 
yet recent experiments by Laue (X-ray) photographs lead 
some investigators to believe that it may have a definite 
arrangement of its fine particles which would place it in 
the classification of crystal substances. 

As for other properties, opal is low in all of them. Its 
refractive index is 1.454, its dispersion is almost zero, its 
specific gravity 2.15, and its luster vitreous to greasy. 
Thus the beauty and value of an opal depends upon its 
flashing fire. This play of color is caused by the interfer- 
ence of light through reflection among the thin plates or 
cracks within the stone. An explanation by a gemologist 
of the interesting phenomenon which causes this rare 
beauty is one of the very best sales points to be used in 
connection with these stones. 


O; all the varieties 


of opal, the black stones with a fine play of color are the 
most valuable. Next to them rank the fine white Au- 
stralian Opals. Some authorities who attempt to classify 
some stones as semi-precious rank these gems as precious 
together with only diamond, ruby, sapphire and emerald. 
Opals showing a predominantly red flash of color are 
slightly more valuable than those showing any other color. 

The fire opal is a beautiful red, almost transparent 
stone, with a fiery play of color. Another variety of opal 
is the Giraol which is bluish, translucent and has a red 
play of color. Lechosos opal exhibits a predominant green 
play of color. In all these varieties the play of color is the 
most important factor affecting the value. The flashes of 
color may be only pin-pricks of light; they may be small 
patches as in the Harlequin opal, or they may be seen 
in broad flashes which cover the entire surface of the 
stone. 

These are the principal varieties of opal as the jeweler 
knows them. The mineralogist classes many other varie- 
ties of “common opal,” few of which have merit as 
gem-stones. 


The original source 


of opals was Hungary, but the superior quality of the 
Australian finds:caused a cessation of mining operations 
in Hungary. More recently the principal source of these 
gems has been Australia. Very fine black opals are mined 
there, and the white stones are also found in numbers. 
Boulder opals were first discovered in thin cracks in ma- 
terial usually only suitable for cameos. Sandstone opal, 
then found and known as “Queensland Opal,” was of 
fine quality and sufficiently thick for ring stones. In 1890 
this was followed by the discovery of the superior White 
Cliffs Opal, and then the Black Opal appeared at Lighten- 
(Turn to Page 53) 
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New Diamond Marketing Agreement Approved 


Lonpvon, Sept. 11—Diamond men here understand 
that the new diamond marketing agreement which has 
been under discussion by the South African Union gov- 
ernment, the leading diamond producers and the Diamond 
Corporation, has now been approved and will be signed 
shortly. The new arrangement is ambitious in scope and 
will provide for the centralization of diamond marketing 
not only as applied to the producing companies’ output, 
but in the connection with the disposal of government dia- 
monds in the Diamond Corporation which will accept a 
comparatively small quota for its own stocks and future 
purchases. The final details of the new marketing scheme 
were agreed upon at a meeting of the various diamond 
interests at Kimberley last week. 

Under existing arrangements diamonds are handled by 
the corporation and the government sales department. 
The marketing of the stones will now be centralized in the 
former which will act as selling agent for the government 
and the producers instead of selling exclusively its own 
supplies of stones purchased from the diamond producers. 
In addition the corporation will be recognized as a pro- 
ducer-factor and accordingly be subject to a quota as re- 
gards diamond stocks and future purchases. 

Centralized diamond marketing is considered to be a 
step in the right direction since it will ensure stable con- 
ditions in the market. ‘here will be relief from any un- 
certainty arising from accumulating diamond stocks held 
by the corporation since there has never been any guaran- 
tee that stones might not be unloaded onto the market (in 
theory, at least, if not in practice). Total diamond stocks 


* 


held by the Diamond Corporation and producers probably 
represent two years’ normal off-take. ‘The new agree- 
ment’s quota clause will enable producers to take full ad- 
vantage of improving diamond demand once the tide sets 
in strongly. 

Here in London the improved demand for diamonds 
previously reported in THE JEWELERS’ CiRCULAR is being 
well maintained, and with prices firmer trading is marked 
with increasing confidence. 





Opal—October’s Birthstone 
_ (From page 51) 


ing Ridge in 1903. However, the opal fields in Australia 
are showing signs of being worked out, and no new source 
has been located in that country. Honduras produces 
some stones, and there may be large deposits in that coun- 
try. Also, a few fine stones have been found in the 
United States; not, however, in paying deposits. Fine 
fire opals, Girasol opals and occasional precious black or 
white opals are found in Mexico. 

Ancient peoples believed the opal a lucky stone, es- 
pecially for those born in“Qctober. Also the gem was 
believed to preserve the color of the hair of blondes, a 
property which might prove valuable to the modern 
wearer and seriously affect the revenue of the beauty 
shop. A most amusing belief was that opals rendered 
their wearers invisible. For this reasen robbers could 
operate in broad daylight, without awaiting the protec- 
tion of darkness. : 
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lsTAR SAPPHIRES 


For your, or your custom- 
approval, we will be 
-pleased to submit a selec- 
tion of Star Sapphires in 
Ladies’ or Men's Rings and 
in Cuff Links. A large stock 
of Unmounted Stones on 


hand for all your needs. 


DIAMONDS 


We are prepared at any time to cooperate with you on your 
calls for Emerald-cut and Marquise Diamonds, Precious 
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15 John Street New York. 
Phone-Cortland 7-2039 
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By Charles H. May, M.D., New York. For students and 
general practitioners, with 377 original illustrations, in- 
cluding 22 plates with 71 colored figures. Eleventh 
edition, revised. Cloth, 440 pages. Price, $4.00. 
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“The Mermaid” 


RANZ X. ZIRNKILTON, the 83-year-old Philadel- i 


phia gold and platinumsmith, recently finished another 
example of his creative work which he calls “The Mer- 
maid.” 

In the center of a large Australian shell sits the mer- 
maid, surrounded by dolphins and the various species of 
the smaller sea dwellers. The shell is held on the outside 
by gold flowers and leaves. The centers of the flowers 
are made up of Zircons and Oriental pearls in cluster 
formation. Near the border of the shell there are groups 
of sea gulls in different natural positions. Their eyes are 
made of tiny Oriental rubies. 

On the mermaid’s brow rests an exquisite Oriental 
pearl and diamond, platinum tiara, and pendant from 





Gold and platinum creation of unusual interest 


the lobes of her ears are pearl and diamond earrings. In 
her right hand she is holding a trident made of gold and 
platinum, set with a diamond near the top. With her 
left hand she is gently stroking the back of a dolphin. A 
sea snake is entwined and wrapped around the lower 
end of the trident. Her tiny hands, delicately shaped and 
tapered to the finger tips, are covered with jewels. On her 
arms, she has both Oriental pearl and diamond platinum 
bracelets. Her neck is adorned by a string of Oriental 
pearls, from which is suspended a pearl and diamond 
medallion. 

Sea spiders, crabs and various types of shell are all 
wrought in gold. One of the most striking themes of the 
picture is a small shell in which lays a pure white pearl, 
the latest find of her subjects, which the goddess has not 
yet accepted. 

Only the most precious metals, gold and platinum, have 
been used in the entire construction of this work of art. 





Greater New York Trade Watchmakers 


The Greater New York Trade Watchmakers’ Associa- 
tion, of which Stephen Wolf, 73 Chrystie St., is the 
authorized agent, has submitted a code to the NRA in 
Washington, which provides for a minimum wage of $35 
a.week to first rate watchmakers and $25 a week to second 
grade watchmakers. Learners, it is proposed, shall be 
paid not less than $14 a week as a minimum wage. 

It is proposed that the maximum hours that any watch- 
maker or trade watchmaker or executive or employer 
shall keep open his place of business is not more than 48 
hours in any one week, and that all homework shall be 
prohibited. 
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That Final Touch 


Paris cables that the trend for pre- 
cious stone jewelry is sweeping 
through the shops onto the boule- 
vards. Every woman in Paris is wear- 
ing necklaces, earrings, bracelets and 
decorative pieces in an important 
manner. . . . Lelong, Patou, Molyneux, 
Lanvin, Mainbocher — whose style 
edicts ring ‘round the world—say that 
Precious Stone pieces will be worn 
this Fall and Winter in a profusion 
that has not been equalled since the 
turn of the century. 














We have created a wide variety of individual 
pieces at moderate prices to meet the demands of 
the fashionable American woman who will in- 
evitably ask for that “final touch” of elegance. 


Walter Lampl 


Creators of the Unusual—As Usual 
NRA Gold and Platinum Chains 


Precious Stone Jewelry 


20 W. 47th St. New York 


(Member Fashion Jewelers Assn.) 
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“Snap - fit” COURSES 


Patents Applied For PREPARE JEWELERS 
BRACELET AND STUDENTS 


Peckham of bracelet fame again sponsors a 


sensational new idea in bracelet consiruction 

which is meeting with approval wherever FOR THE NEW 
shown. For the first time a filigree bangle 

bracelet is made without the ungainly guard 


showing through. Look at the diagram draw- 

ings below and you'll see why. Not only is the PROFESSION OF 
construction exclusive, but the designs also are 
exclusively Peckham. Ask your wholesaler to 


show you. 
Typical Peckham quality— 
each one stamped J.H.P. CERTIFIED 
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This sign on windows and stationery 
will become the public’s visual guaran- 
tee of the merchant's knowledge of 
diamonds and other gems. 





ONLY A FEW MORE ENROLLMENTS 
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~< \|GEMOLOGICAL INSTITUTE 
OF AMERICA 


A slight pull on the a gy ‘ane and 

pus section down ; 
the, tension of the ah Saens. Quick, oie 3511 West 6th Street i 
bracelet. Closed, it is easy, unusual, « pa 





Los Angeles, Cal. 


securely locked. 
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We Appeal to Pride of Ownership 


(From Page 45) 


year-around avenue of sales with such sports as bowling 
in the winter months. 

“We find that out-of-date patterns can occasionally be 
replaced, but this calls for polite handling. We simply 
say that new ideas have been introduced in late years, 
and that the die work in many of the recent designs is 
finer and more advanced than was the case when the 
original pattern of a customer was purchased. This sales 
opportunity should not be overlooked. 

“The objection to tarnishing can be eliminated. We 
tell people that Sterling in use does not tarnish, which is 
another argument in favor of using silver daily. We 
also explain that several firms are making anti-tarnish 
bags, chests and rolls. We sell these to those who par- 
ticularly wish to guard against tarnish. ‘There is how- 
ever, less talk about tarnishing than there used to be. 


dd 

Evicstacsion is one of 
our first steps. We place before the prospective cus- 
tomer a roll which is divided into three sections, one for 
the elaborate designs, one for those less elaborate, and 
another for the more plain patterns. This roll, which we 
have used consistently for years, contains a dessert fork 

in each pattern which we carry. 
“The customer soon indicates the type of pattern which 
she most desires. ‘Then we concentrate upon that section 


of the roll, and gradually put aside the patterns in which 


she is not interested. ‘This usually leaves two or three 
from which to choose, and we find it much easier for her 
to make a selection from the few rather than from a large 
assortment of patterns. 

“The knife, fork, salad fork, teaspoon and butter 
spreader of each of the two or three patterns are laid out 
separately on a rich piece of material, so that they will 
show up to the best advantage, giving the customer an 
opportunity to see the important items in each pattern. 
We use the same amount of care in showing for future 
sales as in showing to an immediate prospect. 

““A wide choice should be offered in Sterling, as tastes 
run from one extreme to the other, from the most elab- 
orate to the plain. We actively stock sixteen patterns, 
and sample four more, in this way covering a wide range 
in design and price. A daily stock record of sales on each 
pattern shows the most active ones, and is a valuable aid 
in buying. 

“Over a period of years we have never been able to 
sell unattractive patterns. In other words, we find that 
first of all a pattern must have merit in both design and 
workmanship or it will not be successful. We have built 
a reputation in our community for selling only the best 
lines of merchandise, and have gained the confidence of 
our customers in this respect. 

“Some people who buy Sterling flatware cannot buy 
Sterling hollow-ware. They feel that they cannot afford it. 
To meet this situation we carry some plated hollow-ware 
lines which harmonize with the most popular Sterling 
patterns. We do not promote this idea, but use it only 

(Turn to Page 93) , 














by CHEEVER=IWEEDY 





THE BIG SELLING HIT OF THE SEASON 





You'll look back on 1933 
and find you have sold more 
bracelets than in many 
years. Look ahead now and 
stock a_ selection of the 
popular Cheever - Tweedy 
hits. Filigree styles in white, 
natural and combinations, 
are adjustable to three sizes, 
and are also made in out- 
sizes. They retail from $3 
to $4. Hinged bangle styles 
feature a smooth - working 
guard and are made from 
high grade rolled’ gold 
plate stock. They retail 
from $4.50 to $6. Ask for 
Cheever - Tweed Bracelets 
from your wholesaler — if 
more convenient write us for 
an assortment which we will 
ship through him. 


CHEEVER-TWEEDY 
& COMPANY, Ine. 


No. Attlebore, Mass. 
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This is typical of the recognition accorded 
Gorham Sterling. 


1 
| When a publication of Fortune's standing voluntarily makes such a 
| statement of fact, it indicates the favor in which Gorham Sterling is held. 


What an opportunity Gorham affords you! With its repulation so 
well established . . . with its leadership sO generally recognized ... the 


way is already paved for you to make ready sales. 





Take advantage of Gorham prestige. Display Gorham Sterling. 
Let it help you build for larger volume! 


Lhe GORHAM Gmpany STERLING 


Rovidena, Rhode Lsland-- since 1831 


AMERICA'S LEADING SILVERSMITHS. MAKERS OF EVERYTHING IN 
STERLING SILVER, BRONZE & GOLD. SPECIAL COMMISSIONS SOLICITED. 


6 W. asth $1., New York City 10 S. Wabash Ave., Chicago 140 Geary $1., San Francisco 
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Fig. 6—Chased Silver service by Charters, Cann & Dunn, New York City (1850) 


A Century of Progress in the Silversmith’s Craft 


Ernest M. Currier 


(Continued from the September Issue) 


a the previous 
installment of this article, which appeared in the Septem- 
ber issue of THE JEWELERS’ CIRCULAR, attention was 
called to the fact that the chased service shown in Fig. 6 
at the top of this page, and the one in Fig. 7, at the bottom 
are typical of the period from 1840 tol860. During that 
decade the shapes of the hollow-wares became noticeably 
round, such as might be easily made by spinning. Fig. 6 is 
lathe made, with hammer aid. It has a wire spun in the 
stock, the earliest example of this that I have observed. 
Fig. 7 shows articles made throughout by spinning and 
with rolled-in moulding. 

Spinning had now become the chief method and has 
remained so. Year by year the shapes became more and 
more elaborate as skill gained. I will show only two 
examples. Vases, 18 in. tall, spun from the flat. They 
are but fairly difficult jobs. See Fig. 8. 


Of the flatware:—The early years of the 1830’s found 


the spoon makers beating out their work entirely upon the 
anvil. The spoons were for the most part perfectly plain, 
quite generally like No. 1 in Fig. 9, sometimes with 
simple engraving. Any raised decoration they carried was 
struck on by small hand punches. Nos. 2-3-4-5 in Fig. 9. 

A patent for making spoons on rolls had been issued 
some years before (1823 I think) to William Gale. These 
spoons were figured only on one side. No. 6. I have been 
hoping to find a spoon by Gale made under his patent, 
and while several spoons of this type are in my posses- 
sion, they are unfortunately, all with the marks of other 
makers. It is very possible of course, that these were 
purchased of Gale. Be that as it may, rolling soon became 
the common method for figured ware. Directly, the spoons 
were patterned on both sides and for 40 years they pre- 
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vailed. Many and quite decidedly varied designs appeared, 
as may be gathered from the illustration. See Fig. 9. Of 
course the plain anvil-wrought flatware continued without 
cease and without change for many decades. 

The appearance of stamped spoons, that is, those struck 
on a drop press, marked a very radical change in method. 
After the Centennial Exposition in Philadelphia, 1876, 
the roll method began to give way, altho’ the rolls con- 
tinued to grind out large quantities, and were more or less 
active until, we will say, the Columbian Exposition at 
Chicago, 1893, but by this time the press had far out- 
stripped the rolls. 

At first, the stamped spoons were struck on flat dies, 








Fig. 7—Work by Eoff & Phyfe, New York City (1845) 








‘Creasure™ 
Solid Silber 


“Don't choose your silver impulsively, dear—you ‘ll have to look at it for many years.” 
“| know, Mother, but | found the pattern that belongs to me.” 


ISE mother, to warn her daughter. Wise daughter, to have studied 
this guide, “The Modern Way to Choose Your Silver,” and to have 
made her decision only after mature consideration. 

Your Sterling tableware must, first of all, suit your own taste. You'll 
have to look at it, time without end. Then, it must suit the period—the 
spirit —of your dining room. Formal or informal, simple or elegant—some 
“TREASURE” pattern will be just perfect in your own type of room. 

Craftsmanship, too, is of vital importance. Only fine silver, finely de- 
signed and executed, is worthy of your consideration. Send for “The Modern 
Way to Choose Your Silver.” You will see, at a glance, that this is the type 
of tableware you want to consider. Then find the pattern you favor at your 
jeweler’s. As soon as you handle it, you will know that this—and no other— 
is the silver you want to own. 





THe WoL AN 
swan ro g 
CHe@e-Er Sore 


SILVER 
ROGERS, LUNT & BOWLEN CO. - Silversmiths + GREENFIELD, MASS. 


Above, in reduced size, is our full page ad which appears in the October issues of smart class 
magazines: VOGUE, HARPER’S BAZAAR, and HOUSE & GARDEN. 



































Fig. 8—Two Vases by The Tennant Co., New York City (1898) 


that is, the stamping came from the press quite flat, like 
a paddle, the bowl still to be formed and the handle bent. 
Earlier than 1880, however, the Connecticut shops were 
striking spoons on dies that gave the handle its curve, the 
bowl having been formed first. 

To mention the blanking presses that cut uniform 
blanks from the bar; the grading rolls that make the 
variations of thickness in the several parts of the spoon; 
the trimming dies that remove the burr left by the strik- 
ing dies, and we have the efficiently made modern spoon, 
and by the same token, the quantity production necessary 
to meet the demand of modern life. How many anvil men 
would be required to supply the present day need? 

In the twentieth century we have had continuous me- 
chanical advancement, multitudinous and ever changing 


designs, a keen drive for economy of production and an 
ever increasing volume. These things we are all familiar 
with. 

I would like to speak of the stamped wares, the bold, 
bad stamped dishes ‘“‘and others” of the closing years of 
the nineteenth century and later, that had little merit 
aside from skillful stamping; of electro-plating; of the 
invention of the alloy, German silver; two important 
events that laid the foundation of the immense plated 
ware industry. There are many more happenings of this 
wonderful century of progress that must be omitted. To 
mention all would reduce this article to a mere list. Space 
forbids. The case is closed! 

At a future time it may be possible to consider some of 
the subjects omited in this article through lack of space. 





Fig. 9—-Flatware 


No. 1, L. Cary, Boston, C. 1820; No. 2, Shell, Stevens & Lakeman, Salem, C. 1820; No. 3, “Sheaf of Wheat” C. 1825; No. 4, Shell, Demilt, N. Y. 

C. 1825; No. 5 “Basket of Flowers” C. 1825; No. 6, King’s, C. 1825; No. 7, “Louis, XIV” J. Polhamus, Pat’d 1847; No. 8, Pat’d, 1852, Henry 

Hebbard; No. 9, “Oriental,” J. Polhamus, Pat’d 1855; No. 10, Pat’d 1855; No. 11 “Empire” Polhamus, Pat'd 1897; No. 12, “Mask,” H. Hebbard, 

Pat’d 1859; No. 13, “Ivy,” Whiting Co. Pat’d 1865; No. 14, “Honeysuckle,” Whiting Co. Pat’d 1869; No. 15, French Thread; No. 16, “Prince 
Albert” not pat’d; No. 17, “Jenny Lind,” Albert Coles, C. 1850. 
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HAMMERED COPPER 
BEER SERVICE 





Rich in age-old beauty, this 8-piece beverage set is a 
striking example of the attractiveness of the rustic ham- 
mered pattern. Sizes: Mugs—l4 oz., Tray—1414 inches 
in diameter, Pitcher—2'4 quarts. 


Number Item Retail 

4762T Complete 8 piece Set.-.......... $11.50 
4600 Individual Mug ................ 90 
4705 Large Round Tray .............. 3.25 
4679 SY Wi RA ae dH oe 2.85 


Prepare Now for 

your Christmas Gift 

Business on Copper 
Beer Sets 


Wherever it is displayed, this new Hammered 
Copper Ware in Rustic Design arouses imme- 
diate interest and stimulates profitable sales. 
With the return of beer, your customers want 
style and distinction in their copper beer sets 
for home service. 


West Bend also has a complete line of bright, 
sparkling, polished copper ware as well as the 
Hammered Beverage Sets. Other items include 
flower pots, table bowls, sandwich trays, ice 
buckets, ice tongs, etc. 


Write for illustrated folder and 
name of your nearest jobber. 


WEST BEND ALUMINUM CO. 


Depi. J77A West Bend, Wis. 
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Proposed Codes Submitted to NRA by Different 
Branches of the Industry 


In the September issue of THE JEWELERS’ CIRCULAR 
reports were published of the filing of proposed codes 
with the NRA by a number of branches of the industry, 
as were many of the important meetings held in New 
York, Providence and elsewhere. 

Since then other proposed codes have been submitted by 
other branches of the industry. Among these are the fol- 
lowing: 


_ Wholesalers Association, Inc. 


At a regular meeting of the Silverware Wholesalers’ 
Association, Inc., held at the Broadway Central Hotel, 
New York, the final copy of the code to be submitted to 
the Government was presented by the Code Committee 
consisting of Joseph J. Luria, chairman; Hyman Cohen 
and Bert Johnson. 

The proposed code was unanimously approved and 
temporary officers elected as follows: Bert Johnson, presi- 
dent; Hyman Cohen, vice-president, and Joseph J. Luria, 
treasurer. 

It is proposed that on and after the effective date em- 
ployers shall not have in their employ any person under 
16 years of age. A maximum of 40 hours a week is stipu- 
lated, but these limitations shall not apply to the holidays 
and inventory seasons in October, November and Decem- 
ber and the first 10 days in January, when no employee 
shall be permitted to work more than an aggregate of 48 
hours a week, unless paid time and one-third for overtime 
employment in excess of 48 hours. 


The proposed minimum wage is at the rate of $15 a 
week in cities over 500,000 or in the immediate trade 
area of such city. Not less than $14.50 in cities between 
250,000 and 500,000; nor less than $14 a week in any 
city between 2,500 and 250,000. 


National Association of Scholastic Jewelers 


An organization called the National Association of 
Scholastic Jewelers was formed at the Hotel Astor, New 
York, recently, of which the officers are: President, 
Rawson L. Wood, J. R. Wood & Sons, Brooklyn, N. Y.; 
first vice-president, J. G. W. Schoenthaler, of Eisenstadt 
Mfg. Co., St. Louis, Mo.; second vice-president, H. C. 
Bradshaw, of The H. C. Bradshaw Co., Newark, N. J.; 
third vice-president, H. W. Peters, H. W. Peters & Co., 
Inc., Boston, Mass., and fourth vice-president V. W. 
Speaker, of R. Harris & Co., Washington, D. C. Mem- 
bers of the Executive Committee are J. D. Koch, S. Ber- 
ger and William Hock. 

In the code proposed by the National Association of 
Scholastic Jewelers the organization disapproves of con- 
tracts made with school officials and advisors which seek 
to bind classes and students. It is suggested that in no case 
after the effective date of the code shall any contract be 
made which covers more than one class in any school or 
institution. Classified as unfair trade practices are: Sales 
below cost. The basis for determining whether a sale is 
below cost shall be the actual cost to the particular manu- 
facturer or distributor. Such cost shall be established by 


(Turn to Page 70) 
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Standards for Gold Covered A\rticles 


Conference at Washington, D. C. Acts Following All Day Discussion— 
Preliminary Draft, Amended in Minor Respects, Will be Submitted 
to the Trade—Effective Jan. |, 1934, if Approved 


WasHINGTON, D. C.—At a conference held here on 
Sept. 21, final action was taken on the proposed com- 
mercial standard for marking gold filled and rolled gold 
plate articles other than watch cases. ‘The proposed 
standard will now be sent to the trade generally and if 65 
per cent of the industry approves, it will become effective 
as of Jan. 1, 1934. 

The adoption of the standards followed an all day dis- 
cussion participated in by many present. The standards 
as adopted at the Providence meeting, on July 13, and 
the New York City meeting, on Aug. 29, were amended 
in minor respects. 

The effective date of clearance of the existing stocks 
‘is to be July 1, 1934, according to the action taken here. 

I. J. Fairchild, chief of the Division of Trade Stand- 
ards of the Bureau of Standards, who acted as chairman of 
the meeting made a few brief introductory remarks and 
he was followed by A. A. French, of D. E. Makepeace 
Co., who spoke of the history of the terms of the rolled 
and filled gold processes. 

Mr. Fairchild read letters from G. H. Niemeyer, of 
the Jewelers Vigilance Committee, and Wilson A. 
Streeter, of Bailey, Banks & Biddle Co., endorsing the 
standards as they were finally adopted in New York and 
Providence. Mr. Streeter protested on behalf of the 
American National Retail Jewelers’ Association and the 
Jewelers’ Vigilance Committee against any lowering of 
the minimum standards. 

During the course of the day’s discussion, Dr. Louis 
Weisberg, president of Weisberg & Greenwald, intro- 
duced several amendments, all of which were either tabled 
or voted down. 

It was agreed at the conference that the Bureau of 
Standards certification plan should be applied to these 
standards. It was also voted to have the standards open 
for revision at the end of one year after the effective date. 

The Standing Committee will consist of two members 
chosen by the New England Manufacturing Jewelers and 
Silversmiths Association, one of whom is to be the chair- 
man of the committee; one from the National Wholesale 
Jewelers’ Association; one from the Jewelers’ Vigilance 
Committee; one from the American Home Economics 
Association; two from the American National Retail 
Jewelers’ Association; two optical manufacturers, to be 
named by the Better Vision Institute; one from the Fed- 
eration of Women’s Clubs; two retail optical merchants, 
to be named by Mr. Julian, of the Better Business 
Bureau. Clarence N. Dunbar, of Providence; W. A. 
Cunningham, of Attleboro, Mass., and Thomas A. 
Wright, of Lucius Pitkin, Inc., were appointed by the 
conference as members of the Standing Committee. 

The standards as finally adopted here are as follows: 


Proposed Commercial Standards for Marking Gold Filled and Rolled 
Gold Plate Articles other than Watch Cases 


As submitted by the interested manufacturers as a 


THE JEWELERS’ CIRCULAR 
for October, 1933 


63 


result of conferences in Providence, July 13, and in 


New York City, Aug. 29, 1933. 


SCOPE 


1. This standard covers the marking of gold covered articles 
herein defined, other than watch cases, offered for sale in the 
United States of America. 


NOMENCLATURE AND DEFINITIONS 


2. “Apply” or “Applied” includes any method or means of 
application or attachment to, or of use on, or in conjunction 
with, or in relation to, an article whether such application, at- 
tachment or use is to, on, by, in or with 


(1) 
(2) 
(3) 
(4) 
(5) 


the article itself 

anything attached to the article, or 

anything to which the article is attached, or 

anything in or on which the article is, or 

any bill, invoice, order, statement, letter, advertisement, 
or other writing so used or placed as to lend to a rea- 
sonable belief that the mark on said writing or writings 
is meant to-be taken as a mark on the article itself. 

3. “Gold” includes any alloy of the element gold of not less 
than 10 karat fineness. 

4. “Mark” means any letter, figure, numeral, symbol, sign, 
or device or any combinations thereof. 

5. “Quality Mark” means any mark as herein defined in- 
dicating or purporting to indicate that any article contains 
gold, or the quality, fineness, quantity, weight, thickness, pro- 
portion or kind of gold in an article. 

6. A karat is 1/24th part by weight of fine gold in the gold 
alloy portion of the article. For example, “10 karat gold filled” 
means that the gold alloy used on the surface or surfaces con- 
tains 10/24ths by weight of fine gold. 


QUALITY MARKS 


7. The quality mark “gold filled” and/or “rolled gold plate,” 
shall refer to articles made of base metal upon one or more 
sides or surfaces of which base metal there is affixed by solder- 
ing, brazing, welding, or other mechanical means, a sheet or 
sheets or shell of karat gold, produced by alloying fine gold 
with other metals, said sheet or sheets or shell of gold being 
rolled or drawn or pressed to the marked weight ratio before 
uniting with the base metal. 

8. “Qualities” for “gold filled” and “rolled gold plate” articles 
other than watch cases shall be designated by and have applied 
thereto marks which state in terms of fractions and karats the 
correct proportion of the weight of the alloyed gold to the 
weight of the entire metal in such articles and the actual karat 
fineness of the entire gold, thus covering “1/10 12k gold filled,” 
or “1/30 10k rolled gold plate,” as the case may be. “For ex- 
ample 1/10-12 karat gold filled means that the article consists 
of base metal covered on one or more surfaces with a gold 
alloy of 12 karat fineness throughout the gold covering, the said 
covering of gold alloy comprising 1/10 part by weight of the 
entire article exclusive of exemptions as noted in paragraphs 
12 a and 12 b.” 

9. The fraction shall precede the fineness designation in 
every case and the denominator of said fraction shall always 
be a multiple of five. J 

10. No article having a gold coating of less than 10 karat 
fineness shall have applied to it any quality mark. No article 

(Turn to Page 65) 














Deputy Administrator Paddock Talks on NRA 


New England Manufacturing Jewelers’ Association and Civic 
Organizations Sponsor Gathering at Providence 


ProvIpENCE, R. I., Sept. 25—-The NRA campaign has 
been moving forward slowly in the jewelry industry of 
this city and the Attleboros during the past month, al- 
though as yet it has not reached the definite stage that all 
are wishing for. The plants are all ready to operate as 
soon as adjustments in the code have been completed. A 
number of manufacturers have taken on additional help 
and everything is ready, so far as it is possible for the 
manufacturers to arrange to start production. Normally 
this is the period when the shops should be active in prep- 
aration for the holiday trade. Some of the shops are 
showing signs of life and representatives on the road re- 
port a slightly improved condition. 

That the manufacturing jewelers are interested and 
alert to obtain all the information concerning the NRA 
was evidenced Saturday when upwards of 150 representa- 
tives of the industry from New England section at- 
tended the NRA luncheon at the Providence-Biltmore 
Hotel to meet and listen to Major R. B. Paddock, Deputy 
Administrator, National Recovery Administration, under 
Gen. Johnson. With the group of Providence and At- 
tleboro civic organizations the New England Manufac- 
turing Jewelers’ and Silversmiths’ Association, became 
the sponsors for the luncheon. Seated at the head table were 
President James V. Toner, of the New England associa- 
tion; Stephen H. Garner, Frederick A. Ballou, Jr., Laur- 
ence B. Baer, Arthur Henius and Harold E. Sweet, rep- 
resenting jewelry interests; James E. Smith, chairman of 
the State Recovery Board, who presided ; Governor Theo- 
dore Francis Green, Rt. Rev. Granville Gaylord Ben- 
nett, Auxiliary Episcopal Bishop of Rhode Island; Acting 
Mayor of Providence Frank J. Duffy, Mayor Stephen H. 
Foley, of Attleboro; City Clerk James F. Kaveny, of 
Pawtucket. Among those seated at the tables were Past 
Presidents Theodore B. Peirce, Edgar C. Dorcherty and 
Archibald Silverman, of the New England association; 
E. P. Lingham and W. H. Mason, of THE JEWELERS’ 
Crrcutar; Secretary Edward O. Otis, Jr., and Assist- 
ant Secretary William H. Blake, of the New England 
association; J. Robert Sweet, of the Jewelers’ Board of 
Trade. 

The meeting opened with a brief word of welcome by 
Chairman Smith, invocation by Rt. Rev. Bennett, sing- 
ing of “America” by the gathering. After an address by 
Governor Green, Major Paddock presented in detail the 
aims and purposes of the NRA and its accomplishments to 
date. “The entire policy of the NRA,” he said, “‘is help- 
fulness and cooperation. The NRA has nothing to do 
with partnership or personal interest. It does not take 
into account hearsays or rumors. It deals with facts and 
with facts only. Confidence is our watchword and re- 
sults our means. We ask you to submit your codes, to 
put in them everything you want in your industry, and 
then we will judge the codes on the basis of facts and facts 
only. 

“You may feel assured we will run the whole show on 
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the same stage,” said Major Paddock in urging jewelers 
to wire to Washington their problems arising from code 
provisions. “Claims of individual hardship will be con- 
scientiously studied, but no progress is made without sacri- 
fice somewhere, and we are obliged to follow in general 
the policy of adopting what will be for the greatest good 
for the greatest number. New England is noted for its 
industries; industries whose products equal, and in many 
instances, lead the world. ‘They each have problems to 
solve. In the past many of the problems have seemed un- 
solvable because of a lack of cooperation. One of the 
functions of the NRA is to cooperate in meeting and 
solving these problems.” 

The present month opened with the industry confonted 
by the serious problem of restricted gold supply, which 
had been accentuated on the last day of August, when 
the L. G. Balfour Co., of Attleboro, gave notice that the 
plant would close the following Tuesday because of in- 
ability to secure the necessary gold to continue produc- 
tion. Mayors Dunne, of this city, and Foley, of Attle-~ 
boro, as well as members of Congress from the jewelry 
districts, and the officials of the New England Manu- 
facturing Jewelers’ and Silversmiths’ Association, immedi- 
ately sent urgent telegrams to the Washington authori- 
ties pointing out the situation. Mayor Dunne sent the 
following telegram to Secretary of the Treasury Woodin, 
asking for relief: 

“Providence depends greatly on the jewelry in- 
dustry. Manufacturers here have many unemployed 
on acount of lack of gold. Can you immediately 
help us out of this acute situation?” 


Congressman Joseph W. Martin, Jr., of North Attle- 
boro, immediately telegraphed Gen. Johnson, NRA Ad- 
ministrator, to enlist his efforts in securing prompt assur- 
ance from the Treasury Department that the supply of 
gold would be unrestricted. He called attention to the 
fact that manufacturers cannot accept orders or send out 
salesmen until they know they can get the gold with 
which to manufacture the goods. He said it was absolutely 
essential this assurance should be given at once. 

On September 8, however, the Treasury officials an-~ 
nounced that Federal Reserve Banks may sell newly 
mined gold to the arts and crafts and to foreign pur- 
chasers, the daily price being subject to revision to con- 
form with possible fluctuating markets. Previously all 
gold was sold to the United States Mint by mandate, at 
the fixed price of $20.67 per ounce, at which price the 
manufacturing jewelers had turned in their gold supply 
to the Government, and a protest was at once made to. 
having to pay the advanced and fluctuating price in the re- 
purchase of gold that had been surrendered under the gold 
hoarding campaign. 

On Monday afternoon Oct. 2, there is to be an im- 
mense NRA parade in this city, in which the jewelers will 
take a prominent part, an entire division being allocated 
to that industry. 
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Standards for Gold Covered Articles numerals are not incorporated with the quality mark and are 
not placed or arranged so as to mislead or deceive. 

(From Page 63) 15. In order that the consumer may become familiar with the 
significance of the quality marks herein defined, gold covered 
articles conforming to this standard may be accompanied by 
a certificate, tag, card or other label, incorporating the follow- 


having an alloyed gold content of less than 1/20 shall be mark- 
ed “gold filled.” Articles manufactured in accordance with the 
definitions of paragraphs 8, if marked “rolled gold plate” shall 


; : , ing wordings “PMG. «< cee eices Company guarantee this gold 
phar Sir th and the fineness designation, as filled (or rolled gold plate) article to be marked for quality 
7 atta : in strict accordance with the Commercial Standard CS.... as 

GENERAL REQUIREMENTS issued by the U. S. Department of Commerce.” 


16. An alternate wording as follows may be used: 

“The * * * * Company to guarantee the quality of this gold 
filled (or rolled gold plate) article to be in strict accordance 
with the Commercial Standard CS * * as issued by the U. S. 
Department of Commerce.” 


11. Tolerances. The difference between the actual gold con- 
tent of an article and the gold content indicated by the quality 
marks shall not be greater than 10 per cent. 

12 (a). Exemptions. Exemptions recognized in the jewelry 
trade and not to be considered in any assay for quality include 


joints, catches, screws, pin stems, pins of scarf pins, hat pins, Among those attending the conference were: William 
etc., posts and separable backs of lapel buttons, and springs. - Blum, Bureau of Standards; W. A. Cunningham, Horton- 
12 (b). Exemptions recognized in the optical trade and not Angell Co.; Clarence N. Dunbar, Cook, Dunbar, Smith 
to agin = any assay “ = shall include screws, Co.; A. A. French, D. E. Makepeace Co.; R. E. Gould 
dowels, cores and or inner windings of comfort cable temples, . H 
metal parts when completely and permanently encased a Bureau of Standards; Edward O. Otis, Jr., New England 
zylonite or any equivalent plastic material, and for oxfords Manufacturing Jewelers & Silversmiths Association; H. 
the handle and catch. M. Lawrence, American Standards Association; Edwin 
13. Trade Mark. Any gold covered article herein defined F. Leach, Leach & Garner Co.; Charles A. Mealy, R. F. 
having applied thereto a quality mark, shall also have applied Simmons Co.; Marshall J. Root, Jr., Shuron Optical 
thereto and immediately adjacent to such quality mark, and Co.; E. L. Schumacher Co., American Optical Co. ; Louis 
equally visible, legible, clear, and distinct therewith the name ob espe i ae 
or a trade mark duly applied for or registered under the laws Weisberg, Weisberg & Greenwald Co.; Edward Wichers, 
of the United States of the manufacturer or seller of such ar- Bureau of Standards, and Thomas Wright, Lucius Pit- 
ticle. Initials shall not be used in lieu of a name unless register- kin, Inc. 


ed as a trade mark as above provided. 

14. Class, Pattern, Type, or Style Mark. If a gold covered 
article herein defined has applied to it the name or trade mark In the municipal elections held Winchester, Tenn., 
duly applied for or registered under the laws of the United recently James R. Norton was elected Mayor of Win- 


States of the manufacturer or seller of such article and a qual- chester over Bruce Stewart by a vote of 366 to 88. Mr. 
ity mark conforming to the requirements of this standard, it may 


also have applied to it numerals or other indicia to identify the Norton has been engaged in the jewelry business at Win- 
class, pattern, type, or style of the article, provided such chester for 27 years. 














Factory wheels are turning. In- 
dustry is awakening. Millions of 
workers are back again at their tasks. 
Day by day, business gains in momentum 
again 


THE NATION 
MOVES AHEAD! 


As practical evidence of its faith in the sure and speedy 
approach of ‘‘better times’’ the Whiting and Davis Com- 
pany announces the release of its largest advertising cam- 
paign in years, on Bags in Metal Mesh. 

During October, November and December a million women 
will read about the new Whiting & Davis Bags. 


Vogue, Harper’s Bazaar, New Yorker, Photoplay, Motion 
Picture, Movie Classic and other leading publications will 
advertise leaders in the Whiting & Davis line designed es- 
pecially to create business for'the wholesale 
and retail jewelers’ trade. 
Be sure to look over the new Whiting & 
Davis line. Be sure to stock these correct 
costume accessories, appropriate to the 
““Gay Nineties’’ mode. For sale by 
leading wholesalers. 



































Zipper bag,-six inch frame, 
full drape. 





No. 1793: 





In Tile Mesh, various 
colors, including new 
Ombre finish, 5 inch 
frame. 


WHITING AND DAVIS COMPANY 
Plainville (Norfolk County), Mass. 


NEW YORK, 366 Fifth Ave: 
CHICAGO: C. C. Whiting, 31 No. State St. 





HAND IN HAND WITH FASHION. ..> 
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Holding and Acquisition of Gold 


G. H. Niemeyer Explains Government's New Regulations 
As They Affect Jewelers 


RESIDENT ROOSEVELT in simultaneous ex- 

ecutive orders modified on Aug. 28 the embargo on 
newly mined gold to permit its restricted sale and export. 

Following the announcement of the Executive orders, 
G. H. Niemeyer, vice-president of Hady & Harman, New 
York, undertook the task of reducing the highly technical 
wording of the orders to simplest terms, particularly as 
they affect jewelers, and was soon on his way to Wash- 
ington, D. C., for a conference with government officials. 
Following his return to New York he kept in close touch 
with the Treasury Department by telephone and issued 
three statements on Sept 7, 13 and 15 as the necessity for 
making changes arose. Following is the statement as of 
September 15, which clearly outlines the Executive orders 
as applying to the jewelry trade: 

The effect on jewelers and others of the Executive 
orders issued by President Roosevelt on August 28, 1933, 
which are now in force and the regulations available at 
this writing covering the acquisition (buying) and hold- 
ing of gold are as follows: 


Under the revised regulations, jewelers, refiners and 
others who want to buy gold from the public must obtain 
a license to do so on Form T. G.-4. Under this license 
you may buy old gold up to the equivalent amount of fine 
gold you are allowed to hold at any one time by the terms 
of your license. Old gold under this license means only 
broken up jewelry, watch cases, optical frames, dental 
scraps and the like which have not been melted. 

Every person who wants to hold the gold he has on 
hand (over $100) or who wants to buy or acquire any 
more from anyone ($100 or more) must apply for a 
license, Form T. G.-4, at once. 

Any person who has less than $100 worth of gold on 
hand does not have to have a license, but he cannot replace 
any of the gold he sells except by buying gold from a per- 
son holding gold bullion under license. (Example—No 
unlicensed retail jeweler can buy old gold from the man in 
the street.) 

No person can buy or sell gold (over $100) unless he 
has a license. He cannot buy from or sell gold (over 
$100) to anyone who does not have a license. He must 
record the license number of the person he buys from or 
sells to (over $100) and must keep a complete record of 
such transactions. Anyone licensed to buy gold may ac- 
guire it in only one of three ways: (1) new gold from the 
Federal Reserve Bank; (2) from those licensed to hold or 
acquire gold; (3) old gold. (Old gold means broken up 
jewelry, watch cases, optical frames, dental scraps and the 
like which have not been melted.) 

Any one licensed to hold and acquire gold must keep 
a detailed record of the gold on hand and all transactions 
‘covering all fine or alloyed gold bought or acquired, the 
disposition made of the gold acquired, (how much was 
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put into manufactured articles, etc.) and must give the 
Treasury Department a report on or before the 15th of 
each month covering the previous month’s transactions on 
Form T. G. R.-4 to be supplied by the Treasury Depart- 
ment. 

Any person holding more than $100 worth of gold 
under these regulations without reporting it to the Col- 
lector of Internal Revenue in his district on or before 
September 18,1933, is subject to the same penalty as a 
hoarder of gold, namely, a fine of $10,000.00 or both 
fine and imprisonment of not more than 10 years. 

Licenses granted to date provide that you must present 
your license to the person from whom you buy gold. This 
has been changed and by applying to the Assay Office or 
Mint you may exchange the license you now have for the 
revised one which enables you to merely record the license 
number of the person from whom you buy gold. 

Form T G.-1 may be obtained from Federal Reserve 
Banks or the Collector of Internal Revenue in your dis- 
trict. Form T. G.-4 may be obtained from the above and 
the Mints and Assay Offices of the U. S. 





Jeweled Watch Manufacturing Industry 


WasuincrTon, D. C.—Modification of the President’s 
reemployment agreement has been granted by the NRA 
for the jeweled watch manufacturing industry. 

In this industry, for employees, other than factory 
workers, and outside classifications, the maximum work 
week will be 40 hr.; not more than 8 hr. in any one 
day ; for inventory employees, 48 hr. in one week of each 
month, provided that such employees shall not exceed 5 
per cent of the total number of employecs; for factory 
workers, 40 hr. a week, averaged over a three months’ pe- 
riod; not more than 48 hr. in any one week or 8 hr. in 
any one day. Minimum wage for factory workers, 40 
cents an hour for males, 35 cents for females. No dis- 
crimination for substantially the same amount of work. 





Silverware Manufacturing Industry 


WasuinctTon, D. C_—The NRA has announced a 
modification in the President’s reemployment agreement 
in connection with the silverware manufacturing in- 
dustry by which employees, other than factory workers 
and outside salesmen, will have 40 hr. a week. For 
factory workers 40 hr. a week and not more than 8 hr. 
in any one day. 

A hearing on the code for the silverware manufacturing 
industry is scheduled to begin Oct. 2 in the Rose Room ot 
the Washington Hotel. Deputy Administrator Paddock 
will preside. 











SPECIALTIES IN 


China and Glassware 


for the 
JEWELRY TRADE 


for Immediate Delivery 


from Stock in New York 


The Relish Set shown above is 


another of our many novelties. 


Special designs in place or service 
plates and short line items, Exclu- 


sive Dinnerware, etc. 


PAUL A. STRAUB & CO. 
105 Fifth Avenue, New York, N. Y. 
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Proposed Codes Submitted 
(From Page 62) 


means of a uniform system of cost accounting to be pre- 
scribed by the association. 

To give, in addition to the specifications of the sale, any 
gratuities in the form of money or merchandise, special 
privileges, commissions, rebates, refunds and allowances in 
order to influence or reward the placing of an order. 

For any manufacturer or distributor to quote on or 
make any use of a drawing or sketch of an original design 
or special sample which bears an identifying mark of any 
manufacturer or distributor and which has not yet been 
produced in the form of a manufactured article. Where 
no standard or special design has as yet been adopted by 
any school or institution, same requiring special ring 
shanks, it is agreed that no member of the industry will 
cut shank dies necessary for furnishing sample without 
first receiving bona fide and definite signed contract. 


Clock Manufacturing Industry 


The proposed code of fair competition for the Clock 
Manufacturing Industry was submitted to the National 
Recovery Administration on Sept. 1. This code suggests 
that factory employees (excluding supervisory staff and all 
employees engaged in the preparation, care and mainten- 
ance of plant and machinery and facilities of and for pro- 
duction) shall work not more than 45 hours in any one 
week and not more than 40 hours per week averaged 
semi-annually from the effective date of the code and 
shall work not more than six days in any one week. Office 
and salaried employees receiving less than $35 per week 
shall work not more than 48 hours in any one week and 
not more than 40 hours per week averaged semi-annually 
from the effective date of the code, and shall work not 
more than six days in any one week. 

Members of the industry agree that no hourly wages 
shall be paid to factory employees (excluding supervisory 
staff and all employees engaged in the preparation, care 
and maintenance of plant and machinery and facilities of 
and for production) that would yield to the wage earner 
less than the following amounts: Male employees, 21 
years and over in cities of 500,000 and over, 38c per hour; 
in cities less than 500,000, but over 250,000, 36%4c per 
hour and in cities of 250,000 or under, 35c per hour. 
Female employees and male employees under 21 years of 
age shall receive 33c per hour, 31%4c and 30c per hour, 
respectively, in the cities of varying populations. 

Provision is also made for piece work pay. Office work- 
ers earning less than $35 a week, not less than $15, $14.50 
and $14 in the three classes of cities already mentioned. 
Male and female employees under 18 years, learners, casual 
and infirm employees, may be paid not less than 80 per 
cent of such minimum wages, but the total amount paid 
in any month shall not exceed 5 per cent of the total 
amount paid by such employers to all employees covered 
by the provision of this paragraph. 





Appointed Labor Advisors 


Wasuincton, D. C.—Announcement has been made 
by the NRA that Father Francis J. Hass, and Samuel 
E. Beardsley, president of the International Jewelry 
Workers’ Union have been appointed labor advisors for 
the watch case and precious jewelry code hearings. 
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nese Exhibits 
at the Big Fair 





ih jewelry and allied 
industries exhibits at the Century of Progress World’s 
Fair, at Chicago, include several not mentioned in the 
September issue of THE JEWELERS’ CIRCULAR which will 
also be of special interest to members of the trade and 
those who have not already visited the fair should not 
miss seeing any of these displays. 

In addition to the exhibits mentioned in the September 
issue of THE JEWELERS CrircuLar, others include the 
following some of whose booths are shown in the illustra- 
tion on this page: 


+ ¢ ¢ 


The Westclox booth is located in the “Jewelry Divi- 
sion” of the General Exhibits Group. The evolution of 
time telling is told with actual time telling instruments of 
past ages on exhibit. One feature of the exhibit is the 
giant Big Ben chime alarm three and one-half feet high. 
The exterior of the booth is a striking combination of black 
glass and stainless steel. 


q+ ¢ 4 


Spies Bros invite you to their display at the 23rd St. 
Bridge at the Century of Progress where they show an 
entire line of fraternity jewelry, class pins, medals and 
trophies and World’s Fair souveniers and novelties. 


q+ ¢ 4 


At the Ingersoll-Waterbury booth visitors will find 
workmen busily assembling watches. A complete line of 
this company’s watches is being shown. 


+ ¢ 4 


The Wahl Co., maker of Eversharp pens and pencils, 
is featuring the new Eversharp adjustable point pen. The 
public is showing keen interest in this display. 

q+ ¢ ¢ 

Art Metal Works, Inc., exhibit is located at the 23rd 
St. Bridge in store No. 3-B. Included in the display is a 
complete array of Ronson lighters and other Ronson prod- 


ucts. Two features are a giant-size Ronson lighter and 
a giant-size self-sharpening razor. 


4+ ¢ 4 


The “Orphan Annie Store” of Paul R. Green, Inc., 
at the 23rd St. Bridge, is an attraction for young and old. 
They take delight in the hand-painted crystal necklaces, 
bracelets and rings and other jewelry and watches. 


q¢ 4 


The exhibit of F. H. Noble & Co., Chicago, is on the 
second floor of the Jewelry Pavilion. In addition to the 
complete line is also a collection of gold quarters and half- 
dollars struck in 1880 by F. H. Noble & Co., for the 


(Turn to Page 93) 
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STANDARD UNBREAKABLE 


These Ring Boxes can be used month after 
month for display purposes and still retain 
their lustrous beauty. Their variety of color 
allows their use with any color scheme or special 
display. Fire, water or sun cannot destroy their 
appearance. Investigate these new creations f 
today. 


Ask your wholesalers 
or write direct to us 








FEATURES 
1. Twelve Colors 5. Washable 
2. Two Sizes 6. Free from Peeling 
3. Unbreakable 7. and Discoloration 
4. Retain Finish 8. Fire Resistant 


Also Combination Box for 
Engagement and Wed- 
ding Rings. 














A New Product by 


Large No. 2 with invisible hinge. 


75 Varick Street New York City 


Hammel, Riglander-Pennant Corporation, Wholesale Distributors 





Jewelry Ring Boxes 


NEW IN CONSTRUCTION—NEW IN SERVICEABILITY 





STANDARD UNBREAKABLE WATCH CRYSTALS, INC. 





Small No. 1 with button. 











real comfort 
awaits you 
at Hotel /: 





No matter what brings you to Phile- 

delphia— business, pleasure or a tour The 
of Americas historic landmarks —you 
will do well to stay at Hotel Adelphia 
Close to all attractions —with every 
comfort and luxury at low cost. Finest 
food deftly served in the French Res- 







David B. Provan, Managing Director 


PHILADELPHIA 





prices of course. 
CLAUDE 


CHESTNUT “AT 13TH STREET 


means 








taurant, Coffee Grill and Roof Garden. is a hcme-in-Philadelphia .. . not only for those who enjoy 
400 ROOMS with BATH residence here the year ‘round but as well for the many 
from $3. single from $5. double who return to the Bellevue again and again. In the heart of 
: , the business and financial district, only a few minutes from 


ABELINA NOTE. CORP the best in concerts, plays, football —the Bellevue-Stratford 
combines accessibility with quiet luxury... . May we offer 
you Bellevue-Stratford hospitality? . . . at 1933 low 


H. BENNETT, General Manager. 
* 


PHILADELPHIA eae 
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Copper and brass section of the giftwares department of Hess & Cuipertson Jewelry Co., St. Louis, Mo. 


Metal Giftwares Have A\lluring Appeal 


Anticles of copper and brass 
are having a new significance since the attention of the 
finest designers in metal have applied their skill and genius 
to work in producing intriguing pieces. 

The attractiveness of the pieces, because of the some- 
‘what modern tempo in which they are designed, has won 
the admiration and interest of customers who patronize 
jewelry stores for giftwares of unusual distinction. 

_ There is an alluring appeal to copper and brass, espe- 
cially when wrought into attractive bowls, lamps, beer 
sets and numerous other items, that are an incentive in 
developing new customer interest in the gift department. 

The Hess & Culbertson Jewelry Co., St. Louis, Mo., 
feature copper and brass in their gift department, fre- 
‘quently emphasizing its attractiveness with an outstand- 
ing window display. Copper and brass according to 
Miss Emma Keitz, of the gift department of this store, 
lends dramatic possibilities for group display. 

“Brass and copper in beautifully modeled articles for 
‘use and decoration,” says Miss Keitz, “furnish display 
features for windows and interior groupings in jewelry 
‘stores. 

“They instantly attract attention and cause the cus- 
tomer to consider the brilliant opportunity afforded for 
gifts. The fact that the objects are of real metal is of 
additional interest. 

“In bold, gleaming designs, diversified in style and 
dimension, the variety in mass appeal, arouses an interest 
that expresses a preference for gifts that have individual 
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merit. We have found unlimited opportunities for the 
dramatic grouping of these articles that lend themselves 
admirably to jewelry store display.” 

Brass and copper giftware items give the impression 
of greater value than their actual cost. This appeals to 
customers seeking articles for presents, anniversaries and 
bridge parties and in many instances home decoration. 


This type of ware 
is particularly adaptable for store display purposes and a 
special set table for a formal dinner party, built around 
copper service plates;:candlesticks and flower bowls, will 
attract attention not only to the articles mentioned, but 
also to the silver and glassware. 

The selection of items, broadly speaking, is unlimited 
both in design and utility as well as price range. So fre- 
quently customers want something that is distinctively 
different yet not expensive. 

This request can be easily met with a well stocked 
department, carefully chosen to appeal to the tastes of 
the individual store patronage. 

No large investment of inventory is needed to ade 
quately develop a business in copper and brass giftwares. 
It is surprising how complete when properly displayed a 
fair stock will appear. The attractiveness of design 
and intriguing appeal of the metal itself brightens and _ 
stimulates customer interest in the giftwares departments. 








Selected Gifts for 


Bae a ah ae heehee h eh 38g 


Buy your Christmas merchandise 
now. Here are many attractive 
items that can be featured as ideal 
gifts for the holiday trade. The 
Christmas buying spirit should be 
the best in years. Be prepared to 
show the very latest gift articles. 





The Melvin kitchen clock, with 





Many are shown on this page. synchronous, manual starting 
Ice bucket and tongs in hand- electric time movement is fur- 
nished in three colors. Diam- 


hammered copper and brass. This 
beverage accessory makes a prac- 
tical gift. Useful and appreciated. 
West Bend Aluminum Co., West 
Bend, Wis. List price $2.70. 


eter, 812 inches, with 5 inch 
metal disc, raised numerals. A 
gift for every household. The 
Sessions Clock Co., Forestville, 
Conn. Retail price $3.35. 





Boudoir clock with alarm 
attachment. A chromium 
plated case and spun silvered 
dial. The imitation center 
in color gives it individual 
richness. The clock by Ham- 
mond is presented by Benj. 
Allen & Co., Inc., Chicago. 
Retail price, $6.50. 





This distinctive Horn of Plenty 
Vase will make an exquisite 
gift. It has individuality and is 
especially acceptable to those 
with an appreciation for the 
unusual. The glass vase fits into 








Watch bracelets as Christmas a metal fitting and is mounted 
gifts are always practical and on marble base. The Pairpoint 
needed. These new, solid white Corporation, New Bedford, 


metal bracelets, with natural color Mass. Retail price $17.50. 


and no plating, for both men and 
women, will be in demand during 
the holiday buying period. The 
superb finish is guaranteed not to 
discolor or corrode. Several styles 
for ladies and gentlemen are now 
available. Titantic is the name of 
this new bracelet launched by the 
Gemex Co., Newark, New Jersey. 





For certain people, the wedding and engagement 
ring should make the perfect Christmas gift. 
Shank and diamond segment is joined by knotted 
motif in this ensemble. Engagement ring is 








channel set with six diamonds, wedding band Here’s the answer to what shall we give 
with nine diamonds. The diamonds are 1% him! A hand pierced, and engraved, heavy 
pointers. The center stone in engagement ring sterling silver monogram belt buckle, with 
is not furnished. Supplied in platinum and 18K non-slip grip attachment. Central Mono- 
white gold and are moderately priced. The gram Works, Chicago, Ill. Retail price, 
Bristol Seamless Ring Co., New York. $8.25. 
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These articles answer the 
demand for something new 
in Christmas gifts. It is the 
search for the ever new gift 





that attracts customers to Seid gill conigact @ wale SE 
} Ch : . f + signed in the modern motif in colored 
Wristloc, the new fashionable brace- your store. ristmas QgITTs gold with diamond release catch. 
let or key chain is creating a new : h | | h L. Tamis & Son, 36 West 47th St., 
fad. With padlock of novel fasten- with unusual appeal are the New York, N. Y. 
ing it is intriguing. In platinum, 14kt 
gold or sterling silver. Larter & Sons, best sellers 
Newark, N. J. 


AGRE Races eceROAC esate 
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© 1933—Oneida Community, Ltd. 


New King Cedric pattern in Community Plate, displayed in winged chest, in Early American style, finely 
executed in hard wood (natural finish) and lined in crimson velvet. Free with silverware “Service for 
Six” with hollow handle de luxe stainless steel knives. Oneida Community, Ltd., Oneida, New York. 
Retail price $28.75. 
The motif for the new King Cedric design in silverware and china and crystal as well, is illustrated above. 
The original drawing here reproduced was chosen from among many drawings made by the artists 
of Oneida Community who collaborated in the creation of the design—G. N. Allen, Mary Parker 
and Lloyd Ressegger. The motif comprises the artistic features that are basic in the design. In applying 
the design to silverware, china and crystal, certain slight modifications and additional ornamentation 
and variation were necessary. 





Lektrolite, the flameless, mystery 


This smart chromium plate is ideal Hobnail, the enticing name for this lighter. No flints, no flames, no 
for serving sandwiches, canapes, smart and fashionable mesh bag, is pro- batteries, no wheels, no tricks, no 
biscuits or cakes. The design is duced in vivid colors to harmonize with gadgets. The really new and dif- 
etched on chromium so that the the style dictates of the present mode. ferent Christmas gift. Sterling sil- 
copper shows through. Chase Brass It is the creation of Whiting & Davis ver Lektrolite, retail price $10.00. 
& Copper Co., 200 Fifth Ave., New Company, Plainville, Mass. Platinum Products Co., 521 Fifth 
York. Retail price $3.95. Ave. 
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Matching ring set of 10 per cent iridium 
platinum. The mounting distinctive for 
its styling retails for $25 without center 
stone. The. wedding ring retails for $20. 
J. R. Wood & Sons, Inc., Brooklyn, N. Y. 





Farmington electric strike clock an 
early American design, mahogany 
case, antique finish, hour and half- 
hour strike, sweep second hand, rub- 
ber cushion feet. A slow speed, 
manual starting motor. Width, 8% 
inches; height, 14 inches; New Haven 
Clock Co., New Haven, Conn. Retail 
price, $20.00 





This original China, Lazy Susan, 
which revolves on ball bearings is 
beautifully decorated. The retail price 
range varies from $10 to $20 each 
according to decoration. Paul A. 
Straub & Co., — Ave., New 
ork. 


For that ever perplexing 
question, asked by your cus- 
tomers, ‘What can | give 





for Christmas that is new?" October’s “House and Garden” says, 
“Shell dishes for bonbons, nuts or 
Here are some answers. stuffed celery are copies of an Old 


English Pattern.” Made by Gorham 

in two sizes; the 6 inch diameter 

$12 retail; the larger 9% inch di- 
ameter $30 





This exquisite, dainty new Elgin baguette, 

makes a perfect gift choice. 10 karat, 

white gold filled case, smart cord attach- 

ment. Elgin National Watch Co., Chicago. 
Retail price $32.50. 





The Breakfast Toaster, is automatic. 
Absolutely silent, no clock-work or other 
intricate mechanism. Timing device en- 
ables operator to secure any type of 
toast desired. Light, medium or dark 
brown. Made by General Utility Products 
Co., Chicago, Ill. Two-slice size, retail 





Matched sets make an ideal man’s “ 

gift. W. E. Hayward Co., Attleboro, price $11.50. 

Mass., make a wide line in sterling 

silver or gold filled, retail from $1.75 
to $2.00 











Fenwick tambour model with electric two-rod strike 
manual starting. The case is mahogany with inlay 
design. 212 inches long, 934 inches high. A beauti- 
ful and useful Christmas gift. The Sessions Clock 
Co., Forestville, Conn. Retail price, $12.75. 
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green quartz, 














Men like an useful Christmas gift. This Courtier two- 
piece men’s set made of sturdy metal stock and fitted 
with real stiff, penetrating, black boar bristles, will 
make HIS Christmas perfect. The brush and comb are 
attractively boxed in a traveling case of genuine black 
’ leather. International Silver Co., Sterling Division, 
Wallingford, Conn. Retail price (incl. case) $7.50. 





This attractive Omega watch in 14K 
solid gold is furnished in 15 jewels, 
Tonneau movement, to retail at $70. 
and 17 jewels to retail at $75. .A 
man’s Christmas gift could not be 
more complete, more timely. This 
watch is one featured in the new 15 
model Omega plan, having a wide ac- 
ceptance in the jewelry trade. John 
R. Wood Sales Corporation, Brooklyn, 
New York. 





Genuine Chinese stone ash tray with holder, made 
in carnelian, rose quartz, lapis, soochow jade and 
ranging in price from $2. to $20. 


Chinese Gems Co., New York. 
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A gift much appreciated by bridge players and those who do 


not play bridge—is this ingeniously planned bridge set. 


it 


consists of 4 salad forks and 4 teaspoons in Wm. Rogers & Son 

35-year guaranteed sliverplate—a removable pad with racks to 

hold the silver and a smart glass bottom serving tray. Wm. 
Rogers Mfg. Co., Meriden, Conn. The price is only $6. 





This “Supercase” combination 
Ronson lighter and cigarette 
case of finest quality is a strik- 
ingly smart creation, different 
than either of its fellow combi- 
nations, in a specially priced 
class and possessing special ap- 
peal. The Ronson “Supercase” 
now takes its place in the Ron- 


son line with the famous Ron- - 


son “Tuxedo” and the popu- 

lar Ronson ‘“Mastercase.” Art 

Metals Works, Inc., Newark, 
N. J. 
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A popular style from the Cheever- 
Tweedy bracelet line. A Christmas 
gift that delights the feminine heart. 
The filigree models aré made in all 
colors and combinations, some with 
stone set buckles. The filigree brace- 
lets are adjustable to three sizes. 
Cheever-Tweedy & Co., Inc., North 
Attleboro, Mass. Pte retail at $3. 
to 

















This new and unusual Harness belt 
buckle is an ideal man’s gift, being 
massive and solidly made. It is made 
in any color gold with black enamel; 
sterling with black enamel or ster- 
ling gift with black enamel; a crea- 
tion by Gold Bros., New York. 
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Credit Jewelers Meet at Chicago 





Retail Problems Under NRA Discussed at Seventh Annual 
Convention—Registration About 600—Officers 


Re-elected and 


Cuicaco, Sept. 15.—With a big banquet 
in the ballroom of the Hotel Sherman last 
night the National Association of Credit 
Jewelers practically brought to a close 
their seventh annual convention which has 
been in session at the hotel since last Mon- 
day morning. The exhibits have re- 
mained open today to take care of those 
who have been too busy with meetings 
during the week. 

By actual count the registration at noon 
Wednesday was 495 and sufficient addi- 
tions were made to that to approximate 
600. After the final business session on 
Thursday many of those in attendance 
left for their homes but more than 300 
enjoyed the banquet at which there were 
no speeches, just eating, fun, entertain- 
ment and dancing. 

Monday morning session was a sort of 
get together meeting and those present 
were welcomed by the president, Charles 
F. Baumrucker, who extended the usual 
greetings, explained what he though the 
NRA means to the trade and urged mem- 
bership in the association as a means of 
promoting the aims of NRA. 

Sessions were held twice daily at which 
code competition and fair trade practice 
rules were the leading subjects. The 
attorney of the association, A. K. Shipe, 
Washington, D. C., presided at most of 
the meetings and in as far as possible 
explained the rulings that have been 
made to date and urged all to observe 
in spirit and letter the provisions of the 
NRA until a hearing had been had on 
the retailers’ code which had been pre- 
sented by the American National Retailer 
Jewelers’ Association and the Credit 
Jewelers’ Association jointly. It was also 
stated that the jeweler could sign the 
PRA with reservations as provided to 
conform to the retail jewelers’ code. 

Wednesday morning the subject for dis- 
cussion was the retail jewelers’ problems 
under the NRA, but the talks drifted along 
the same lines as on the previous day. 
Since no one could successfully answer 
any of the many questions asked or give 
definite instructions as how to proceed, 
suggestions were noted and the officers 





Banquet Held 


promised to analyze them and endeavor to 
have as many as possible incorporated in 
the final code when it came up for hearing. 

Wednesday the question of the excise 
tax was discussed and every one had 
some fault to find with that but the prin- 
cipal one seemed to be the fact that retail 
jewelers under certain conditions become 





Charles F. Baumrucker, President-Elect 


producers. Definite instructions were 
given the officers to continue their efforts 
to get a more favorable ruling on this 
question and while the association is not 
sponsoring it in any way it developed that 
individual members have been giving an 
opportunity for the Government to make 
a test case but so far no action has been 
taken. 

At the conclusion of this discussion Mr. 
Baumrucker turned the meeting over to 
Samuel H. DeRoy, Pittsburgh, stating that 
Mr. DeRoy had a matter of interest to 
present. Mr. DeRoy then stated that 
under the code proposed in the optical 
trade the optical departments of jewelry 
stores are doomed and urged that some 
action be taken to avert this. He stated 
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that an organization had been formed 
called the National Retail Opticians As- 
sociation and urged those who have op- 
tical departments to join and help bring 
about changes in the code as now pro- 
posed. He introduced Leo Marks, To- 
ledo, Ohio, who told of what the optome- 
trists of that state had done to prevent 
store organizations from practicing op- 
tometry by having an optometrist in the 
store. 


Then Dr. J. S. Stapsy of the Buhl Op- 
tical Co., Pittsburgh, active in the organi- 
zation of the new association, explained 
the dangerous situation as he saw it and 
told of the plans of the new association 
and solicited cooperation of the credit 
jewelers. 

The regular business session for mem- 
bers only was held on Thursday morning. 
Officers told of the work during the past 
year and of their hopes and ambitions 
and plans for the coming year. At the 
election of officers all the present officers 
were reelected and one vice-president 
added. The officers for the ensuing year 
are: President, Charles F. Baumrucker, 
Chicago; vice-presidents, J. L. Freund, St. 
Louis, Mo.; E. C. Maxwell, St. Joseph, 
Mo., and Ralph Redak, Denver, Colo.; 
secretary, William Gibson, Chicago; 
treasurer, Mrs. Martha Michaels, New 
Haven, Conn. The board of directors 
consists of Eliot P. Hirsberg, New York 
City; M. A. Enggass, Detroit; A. N. 
Slavick, Los Angeles, Cal.; Leslie Ryer, 
Kansas City, Mo.; Chas. J. Michaels, 
Hartford Conn.; Edward Krause, Colum- 
bus, Ohio; Wm. Kappel, Pittsburgh; Sol 
Levy, Buffalo, N. Y., and David Miller, 
New Orleans, La. J. Frank Newman con- 
tinues as executive secretary. 


Stores from every section of the coun- 
try were represented and from nearly 
every section increased sales were re- 
ported and a very decided improvement 
in collections. All of this was reflected 
in the exhibit hall as the purchases by 
those attending were the largest in several 
years. The officers and members ex- 
pressed themselves as much pleased with 
the success of this meeting and the pros- 
pects of an increased business during the 
coming months. 


Exhibitors 


The exhibit hall just north of the ball- 
room where business sessions were held 
was a lively place throughout the week 
as ample time was provided on the pro- 
gram for visiting jewelers to see and 


(Turn to page 103) 
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Fire Destroys Two Jewelry Stores 


MariETTA, Onto, Sept. 11—Fire of 
undetermined origin swept through one 
building and damaged another at 
Beverly, 22 miles from here. The loss 
was estimated at $15,000. 

Fire Chief Fred H. Hart said that he 
was investigating the report that several 
strange men were loitering near the build- 
ings, and disappeared just before the fire 
was discovered in the millinery shop of 
Miss Josephine Fullmer in the Wilderman 
building. The W. L. Mahan jewelry 
store and the Eugene Sutherland jewelry 
store were destroyed, as was the W. Z. 
Devol auto dealer’s quarters on the second 
floor. 





Paterson (N. J.) Retail Jewelers Meet 


Paterson, N. J., Sept. 15—The Pater- 
son Retail Jewelers’ Association held their 
regular monthly meeting in the S. & Z. 
restaurant, Church Street, last night and 
18 members were present. President Max 
Menien presided at the meeting. The 
organization has a membership of 32 out 
of a total of 40 retail jewelers in the city 
and special efforts will be made during 
the coming month to secure a 100 per cent 
membership. 

The members present at last night’s 
meeing voted to communicate with the 
national association to have them urge 
speed by the National Government in 
adopting a code to govern the retail jew- 
elers of the nation, and the Paterson 
organization will be among the first to 
adopt the code when it is submitted. 

A telegram was received from William 
Walsh, of Passaic, former president of the 
State association of jewelers, expressing 
his regret at his inability to be present 
and address the meeting, but he premised 
to appear at a meeting in the near future. 

The organization meets the second 
Thursday of each month and it is 
planned to have a prominent speaker 
address the members at their next meeting. 





Open House to Mark Fiftieth 
Anniversary of Baldwin-Miller Co. 


INDIANAPOLIS, Sept. 22—An Open House 
Oct. 9, 10, and 11 will mark the fiftieth 
anniversary celebration of the Baldwin- 
Miller Co. of this city. Mr. Joseph E. 
Reagan, president of the Company, an- 
nounces that 17 manufacturers are co- 
operating to bring the newest Christmas 
merchandise to the attention of retailers 
of Indiana, Illinois, Kentucky, and Ohio 
in this special fall merchandise showing 
to be held in the Baldwin-Miller display 
rooms in the Century Building. Factory 
representatives will be in charge of mer- 
chandise displays for the following com- 
panies: Elgin National Watch Co., Hamil- 
ton Watch Co., Illinois Watch Co., War- 
ren Telechron Co., Western Clock Co., 
Seth Thomas Clock Co., The Heller- 
Deltah Co., Wm. C. Green Co., Baer & 
Wilde Co., R. F. Simmons Co., Whiting & 
Davis Co., Evans Case Co., Art Metal 
Works, Inc., Plainville Stock Co., Inter- 
national Silver Co., Oneida Community, 
Ltd., and Dupont Viscoloid Co. 

The Baldwin-Miller Co. was organ- 
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ized as a partnership of Silas Baldwin 
and Enrique C. Miller in October, 1883. 
The company was first located in the old 
Conduit Block on South Meridian Street, 
and started business in the wholesale 
notion and jewelry field, with five em- 
ployees. Joseph E. Reagan, one of the 
five original employees, was admitted to 
partnership in 1895. 

The present corporation was formed 
Jan. 24, 1902. In December, 1922, Mr. 
Reagan acquired the stock of the other 
interests. Officers of the company are: 
Joseph E. Reagan, president; Silas B. 
Reagan, vice-president; William  F. 
Espey, secretary-treasurer. Fred W. 











TO HAVE OR NOT TO HAVE 


—There are two distinct classes of people 
in this topsy-turvy old world of ours today— 
the “haves” and the “have nots.” 

—In the United States alone there are ap- 
proximately 10,000,000 unemployed at the 
present time. 

—Allowing that many of these are single 
people with no dependents, it is safe to esti- 
mate that at least 25,000,000 people are in 
the class of “have nots.” 

—Therefore, with one person in every five a 
“have not” you can readily understand the 
terrific task our Government has set for itself 
in endeavoring to increase employment to the 
“above danger” point. 

—The NRA is doing a splendid job in elim- 
inating child labor and the sweat shop. That’s 
going to help a lot. 

—The next step is to restore purchasing 
power to those who have none. The relation 
of “have nots” to “haves” is all out of pro- 
portion. 

—When this dislocation is corrected then 
we can safely say that we are on a new and 
solid foundation. 

—I believe that NRA is going to accomplish 
this very thing. 

—But we must all do our mightiest part; 
and last—but not least—we must have 
patience. 


>. 6-14! 
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Fromm, John A. Goll and Terry L. Holy, 
who have been associated with the com- 
pany for many years, are also members 
of the firm. 





Edwin R. Knight, Jr. 


Provipence, R. I., Sept. 16—Edwin R. 
Knight, Jr., who for more than 40 years 
prior to his retirement early in 1929, was 
associated with the manufacturing jew- 
elry industry of this city, died yesterday 
at his home, 106 Peace Street, in his sixty- 
eighth year. He was born in Norwood, 
R. I., Dec. 18, 1866, and received his edu- 
cation in the public schools and the Scho- 
field Commercial College. He went to 
work in the jewelry business which he 
later became interested in financially as 
a member of the firm when it was incor- 
porated in 1895 as S. B. Champlain Co. 
As a salesman for the firm he travelled 
extensively throughout the country. He 
was a thirty-second degree Mason, a 
member of the Sons of the American 
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Revolution and of the Independent Order 
of Odd Fellows. 

He is survived by his widow, a son 
and a brother, three grandchildren, a 
niece and a nephew. 


Diamond Weighing 2000 Carats is 
Reported Found in Brazil 


A wireless dispatch to the New York 
Times from Rio de Janeiro on Sept. 21 
stated that prospectors in the upper waters 
of the Saobento River in the State of 
Minas Geraes had reported finding a dia- 
mond weighing 540 grams or more than 
2000 carats, which was appraised at 
$800,000. This is the secand largest dia- 
mond ever recorded. 

They found another stone weighing 
400 carats and five other large stones. 








Government Protects Indians 
Who Make Jewelry by Hand 


WasHINGcToN, D. C. — Indian-made 
jewelry actually produced by Indian 
workers, but made largely by machinery, 
has tended to eliminate true hand-made 
Indian jewelry from many outlets of 
trade, and the Federal Government, 
through the Federal Trade Commission, 
has come to the rescue of the Indian 
silversmiths. 

The Commission announced Sept. 7 that 
it has ordered the Maisel Trading Post, 
Inc., of Albuquerque, N. Mex., to cease 
and desist from selling its silver jewelry, 
partly made by machinery, as “Indian” or 
“Indian-made.” Among the products so 
sold were bracelets, rings and concha 
belts. 

Testimony was taken in this case in the 
Southwestern country where for genera- 
tions the Navajo, Zuni and other pueblo 
tribes have made jewelry out of silver 
bands as they were taught by the Span- 
iards. Of the large Navajo tribe, it was 
found, approximately one-tenth, or 4500, 
depend for their livelihood on the silver 
jewelry craft. 

The Commission found that the Maisel 
company actually employs only Indians as 
makers of its jewelry products,but the use 


-of machinery enables the concern to turn 


out a much greater amount for each 
workman than is possible exclusively by 
hand, while the individuality and artistic 
quality are lessened. 

The order of the Commission held that 
the use of the trade terms by the Maisel 
company has had the effect of misleading 
customers into believing that the products 
are made exclusively by hand. 





Joseph G. Mason 


Joseph G. Mason, who was with the 
R. Wallace & Sons Mfg. Co. for nearly 
50 years, died in Brooklyn on Aug. 31. 

Mr. Mason was born in Brooklyn Oct. 
12, 1863. He went with the company 
when 21 years old, having had no pre- 
vious connection in the jewelry or silver- 
ware fields. 

In his early youth he was much inter- 
ested in Athletics and was a member of 
the old Williamsburg Athletic Club in 
Brooklyn. 

He is survived by his widow, a son 
and two daughters. 








duced 77s but Baker won the draw for 
second, Andrews receiving third and 
Harry Adams won fourth net in Class A, 

E. G. Hultman in spite of the handicap 


Indiana Jewelers to Meet 


INDIANAPOLIS, IND. Sept. 23—The an- 
nual convention of the Indiana Retail 


) ow are sure to make money 
and win the satisfaction of your 
customers by selling this most 
beautiful of dresser sets. It is 








typical Watson & Briggs high qual- 
ity offered at a price which makes 
it an exceptional value. 











Heavy sterling silver 14” mirror. 
Comes in seven decorations — 
Shalimar (shown ), Delphi, Caliph, 
Omar, Orient, Mandalay, Kashmir. 


eB 


Send for free illustrated catalog. 
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Successors to The Thomae Company 


22 WATSON PARK, ATTLEBORO, MASS. 
NEW YORK—347 Fifth Avenue 
CHICAGO LOS ANGELES 
37 S. Wabash Ave. 


605 West 7th St. 








Jewelers’ Association will be held Oct. 9, 
10 and 11 at the Hotel Severin in this 
city. 

The Indianapolis Jewelers’ Guild, Inc., 
will entertain jewelers of the State and the 
travelers who attend the convention and 
the anniversary of the Baldwin-Miller 
Co., on the night of Oct. 9. A banquet will 
be served and there will be addresses 
and entertainment. 





Robbers Seize Gems and Escape 


Worcester, Mass., Sept. 14—A jewelry 
salesman for the Maurice Tishman Co., 
71 Nassau St., New York, was robbed of 
a valise containing what he said was 
$70,000 to $75,000 worth of diamonds at 
Union Station last night by two armed 
men who escaped toward Boston after 
firing one shot at him. 

The two men waited in a side corridor 
of the station for Arthur Bower, the sales- 
man, who arived on a train from Boston. 
As Bower approached, one of them drew 
a gun, hit the salesman on the hand with 
the butt and wrenched the valise away. 
The other ran for an automobile standing 
at the curb outside. 

Bower cried out for aid and pursued 
the two, shouting. As he approached the 
automobile one of the robbers fired at 
him, but the bullet went wild. 

The car sped off toward Boston. With- 
in five minutes every motor patrol car of 
the Massachusetts State police was notified 
and main highways were being watched. 
Police, however, had only a scanty de- 
scription of the robbers’ car. The registra- 
tion number, taken by a by-stander, be- 
longed to a Waltham, Mass., automobile, 
police said. They believed the car prob- 
ably was stolen. 


Manufacturing Jewelers Play Golf 


PROVIDENCE, R. I., Sept. 13—The twenty- 
second semi-annual tournament of the 
Manufacturing Jewelers’ Golf Association 
was held yesterday at the grounds of the 
Wannamoisett Country Club at Rumford, 
East Providence, with President Fred B. 
(“Ted”) White as master of ceremonies 
and toastmaster at the banquet which 
followed in the evening. There was the 
largest attendance of members and guests 
that has attended one of these tournaments 
in several seasons, more than half a 
hundred players teeing off for the contest. 

The smallest player in the field, Ceda 
St. Pierre, the Metacomet midget and one 
of the most active competitive golfers in 
this State, proved himself the best of the 
lot. His 82 took the top award without 
much argument, for next in line came 
H. Dean Baker, Jr., with an 85. To the 
jewelers, however, the fact that 56 teed 
off was the biggest item of the day. 

F. E. Curran, H. Dean Baker, Jr., and 
H.P. (“Buzz”) Andrews—all members of 
the association’s executive committee—led 
the way to net honors in Class A, Curran 
setting the pace at 93-18-75 to take the 
first prize, Baker and Andrews had re- 
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of an injured knee won his division gross 
with 94 in Class B. Joseph Lancour, C. E. 
Shepard and Ervin H. Rogers walked off 
with the first three prizes in that class, 
Lancour out lucked Shepard on the draw 
to get first prize and Rogers took third 
with S. M. Stone, Jr., fourth. 

In the special division for guests of the 
association, R. T. McDowell won top 
honors, marking a step up the ladder in 
his case, as he took the second prize in 
the spring tournament. Yesterday’s 
second went to F. M. Knight. T. H. 
Gallagher received the consolation prize 
for turning in “two 18-hole scores” for 
only one trip around the Rumford 
course. 


Alleged “Pennyweighter” Arrested 
In Washington, D. C. 


BALTIMORE, Mb., Sept. 15.—Clever de- 
tective work here has resulted in the 
arrest of a Filipino, who, detectives as- 
serted, may be wanted in other cities 
for working a “pennyweight” game 
against jewelers. The accused said he 
formerly lived in Annapolis, Md. He 
was charged, and is now waiting trial in 
Criminal Court, with the theft of a dia- 
mond ring valued at $500 from the jewel- 
ry store of Arthur C. Macy, 209 N. 
Charles St. 

Mr. Macy missed the ring on Aug. 9, 
shortly after the man, who represented 
himself as a retired army officer visited 
the store. Detective Lieutenants James 
P. Comen and Leo Vogelsang were called 
from police headquarters after Mr. Macy 
missed the ring. The detectives reported 
that the visitor asked to see a tray of 
expensive diamond rings and later it was 
discovered that a cheap but highly pol- 
ished ring had been substituted for the 
missing ring. 

Detectives Comen and Vogelsang be- 
gan their search and a week ago the 
man was arrested in Washington, brought 
to Baltimore, identified, and, the detec- 
tives asserted, he confessed. 

The ring had been placed in an An- 
napolis pawnshop. Going to Annapolis 
the detectives recovered the ring which 
was promptly identified by Mr. Macy. 
The man was questioned by the detec- 
tives but they said his answers were not 
wholly satisfactory. An investigation is 
now being conducted to determine 
whether the man is wanted in other cities. 





Edward A. Bradley 


ProvipENcE, R. I., Sept. 16—Edward 
Albert Bradley, salesman for the past 49 
years with George H. Taylor Co.; watch 
makers, 204 Westminster Street, died early 
this morning at his home, 3 Calderwood 
Road. Death resulted from a cerebral 
hemorrhage. He was in his sixty-third 
year. He was prominently identified with 
the Masonic bodies in this city. He is 
survived by two sisters. 
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Jewelers Participate in Great NRA 
Parade in New York 


The great NRA parade in New York 
on September 13 brought out more than 
2,000,000 people to see the attempt of 
250,000 men, women and children to 
march up Fifth Avenue in the greatest 
demonstration the metropolis has seen in 
years. When the parade was over at 
least 50,000 persons never had a chance 
to march. 

The Jewelry Division, the 59th in line, 
was among those fortunate enough to 
join the marching thousands and the fact 
that the marchers had to wait from 6 
p. m. until 10:30 p. m. before marching 
out of West 31st Street to join the parade 
along the avenue showed their interest in 
the event. 

Three young women from the office of 
Albert Lorsch & Co. marched at the 
head of the division carrying a large 
banner on which was printed “Jewelry 
Division—NRA.” Then followed the 
marshal, Arthur Lorsch, of Albert Lorsch 
& Co., accompanied by his aides, Alfred 
Lowenthal, of L. & M. Kahn & Co., and 
Isidor Lassner, of Lassner & Bamberger, 
Inc. There were representatives from 
Cohn & Rosenberger, Inc., the leading 
Jewelers, Inc., Sigmund Cohn and Wm. 
Wise & Co., Brooklyn, and also a large 
contingent of jewelers and diamond set- 
ters from the Jewelers’ Union. The 
marchers occupied a part of the block, 
and they marched to music furnished by 
the 22nd Regiment Band of twenty pieces. 

Fifth Avenue was a canyon of flags as 
in World War days. East and west 
traffic on 42nd St. and most of the cross- 
town streets from Washington Square to 
beyond Central Park was stopped for 
many hours. Marchers flowed in a kalei- 
doscopic, shifting stream of color and 
music northward from 1:37 p. m. onward, 
reviewed by General Hugh S. Johnson, 
National Administrator of the NRA; by 
Governor Herbert H. Lehman, Mayor 
John P. O’Brien, Grover A. Whalen and 
many other distinguished persons. 





At least one-third of the city’s 7,000,000 
population was either taking part in it or 
looking at it, in the afternoon or evening, 
it was estimated. 

The big pageant taxed the Police De- 
partment to its utmost. Three thousand 
policemen, mounted, afoot and on motor- 
cycles, were on duty, keeping the line of 
march open. They managed to keep 
crosstown trolley traffic flowing spora- 
dically through all the main streets but 
42nd St., where the crowd became too 
much for them and the street was closed. 





National Retail Jewelers’ Recovery 
Committee Holds Meeting in 
New York 


The National Retail Jewelers’ Recovery 
Committee held its first meeting since the 
enlargement of the committee at Mil- 
waukee by the appointment of representa- 
tives of the National Association of 
Credit Jewelers to membership, at the 
Roosevelt Hotel, N. Y., Sept. 20, with 
the following members present: Edward 
Krehbiel, chairman (Black, Starr & Frost- 
Gorham, Inc.) New York; Charles F. 
Baumrucker (Jones & Baumrucker) Chi- 
cago; Walter J. Buffington (C. D. Pea- 
cock, Inc.) Chicago; Tinley L. Combs 
(T. L. Combs & Co.) Omaha; James 
Kingman (Smith-Patterson Co.) Boston; 
William D. McNeil (W. B. Wilcox Co., 
Inc.) Utica; Charles J. Michaels 
(Michaels, Inc.) Hartford; Louis de B. 
Moore (Tiffany & Company) New York; 
Wilson A. Streeter (Bailey, Banks & Bid- 
dle Co.) Philadelphia; Arthur J. Sundlun 
(A. Kahn, Inc.) Washington; William 
G. Thurber (Tilden-Thurber Corp.) 
Providence; Charles T. Evans (Secre- 
tary, ANRJA) Mount Vernon; James B. 
Dickey (Tiffany & Co.) alternate for 
Louis Moore, New York. 

The committee discussed the Retail 
Jewelers’ Code in the light of latest de- 
velopments in Washington concerning the 
Master Code for Retailers. 

It also considered all recommendations 








and proposals which had been received 
from various members of the retail jewel- 
ry trade together with the Resolutions 
passed at the recent Milwaukee conven- 
tion. 

As a result of this examination, the 
Fair Trade Practice Clauses were revised 
and new ones added. 

The committee also considered the codes 
being presented by the other branches of 
the jewelry industry and discussed the 
procedure to be adopted in case of any 
conflict. 

The policy of the committee will be 
to endeavor to secure a separate code as 
in the case of the Drug Institute, and co- 
ordinate same to the greatest possible ex- 
tent to the Master Retail Code. 





Col. Levi Stevens 


Col. Levi Stevens, who was for years 
secretary of the old Jewelers League, 
died Sept. 19, at his home in Washington, 
D. C., from infirmities incident to old 
ago. He had been confined to his bed 
for five months and was 90 years and 
six months old. 

Previous to his connection with the 
Jewelers League he traveled for the old 
firm of Wheeler, Parsons & Hayes. 

Deceased is survived by a son, a 
daughter, two grand children and two 
great grand children. 





Platinum Market 


Platinum prices, as of Sept. 25, were officially 
quoted as: 


Set oivcictcctscusetecssseeansee $36.00 
Containing 5% Iridium ............+0+- 37.25 
Containing 10% Iridium .............. 38.50 
eo ee pe ee 60.00 
a eee ee 20.00-21.00 


Prices of Silver Bars 


U.S. 
Government New 


London Assay Sell- York 
Date Official ~ ingPrice Official 
Sept. 5 18 3/16 39 37 
Sept. 12 18 3/16 39 37% 
Sept. 19 18% 42 39% 
Sept. 25 18 7/16 42 39% 








Arthur Lorsch (right), Jewelry Division Marshall in New York’s NRA 
parade, with standard bearers 
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As the great parade passed up Fifth Avenue 


























GEM STONES 
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STAR SAPPHIRES 
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A SELECTION OF CHOICE 
PRECIOUS STONES MOUNTED 
IN FINE RINGS ALWAYS ON 
HAND 
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Jewelry Sales Will Help Needy 


Peoria, ILL., Sept. 18—Members of the 
Peoria Retail Jewelers Association will 
open a 30-day campaign today in which 
1 per cent of the sales receipts will be 
turned over to the Peoria Community 
Fund Association. 

In inaugurating their campaign, the 
jewelers have declared that prices are 
going up and that manufacturing costs 
have been increased by the NRA and 
they are giving residents of the Peoria 
trade area an opportunity to buy now. 





Lone Bandit Arrested After 
Attempted Hold Up 


Datias, Tex., Sept. 16—An attempt to 
rob the Michaelson Jewelry & Pawn Shop, 
1208 Main, near Murphy, downtown, 
Sunday morning ended in a man being 
thrown through a plate glass door and 
later arrested by police. 

H. D. Michaelson, proprietor, was 
alone in his shop when an unmasked 
man entered with a drawn revolver and 
ordered him to the rear of the store. 
While the victim was kept covered with 
the gun the bandit scooped up a quantity 
of jewelry and attempted to wrench the 
cash drawer from an open safe. 

“T want a handbag to put this stuff in,” 
he told Michaelson, “get me one quick.” 

Michaelson went to the front of the 
shop to comply with the command, fol- 
lowed closely by the man. As the pair 
neared the front door Michaelson turned 
quickly and pushed the bandit through 
the plate glass of the door. As the man 
fell he discharged the revolver one time. 

Dropping the gun and before Michael- 
son could grab hold of him the bandit 
sprung to his feet and ran. George Pre- 
ston of 1214 Main, attracted, by the re- 
port of the shot, caught the bandit and 
held him until police arrived. He was 
placed in city jail. 





Local Chapters of Gem Society of 
America Being Formed 


Organizations, consisting not only of 
jewelers but in some cases also of a small 
number of laymen, interested in gems and 


jewelry, have shown unusual activity re- 


cently. 

The American National Gemological 
Society with headquarters in Los Angeles 
has been actively contacting officers of 
national and state jewelry associations in 
regard to changes in the present rulings 
regarding perfection of diamonds. The 
Gemological Club of Southern California 
has been campaigning for the establish- 
ment of the term “Gemologist” as a title 
to be confined to persons who can pass 
the examinations prepared by a popular- 
ly selected National Examining Board. 

However, neither of these organiza- 
tions should be confused by the trade or 
the public with the Gemological Institute 
of America. The Gemological Club of 
Southern California is but one of over 50 
member units of the Gemological Insti- 
tute. The Gemological Institute, whose 
activities are directed by a Board of 
Governors, consisting of outstanding re- 


82 








tail jewelers, and advisory boards of gem 
authorities throughout the world, has 
taken no action regarding either of the 
matters for which the above mentioned 
society and club have been campaigning. 

Because of the fact that the name of 
the American National Gemological So- 
ciety so closely approaches that of the 
Institute, many persons in the trade have 
confused the activities of these two or- 
ganizations. A new organization is being 
formed, known as the Gem Society of 
America. They will consist of both jewel- 
ers and laymen interested in gems. Local 
chapters of this society are already being 
formed in Oakland, Calif., Cleveland, 
Ohio, and Milwaukee, Wis., and the 
American National Gemological Society, 
mentioned above, which has headquarters 
in Los Angeles and a few scattered mem- 
bers throughout America, now has under 
consideration a proposition of consolida- 
tion with this newly formed Gem Society. 
It is to be hoped that such a step will be 
decided upon by them because it will re- 
move the confusion of the two national 
organizations with names so similar as 
to have already caused undesirable con- 
fusion. 


Theodore M. Woodland 


Newark, N. J., Sept. 18.—Theodore M. 
Woodland, manufacturing jeweler, died 
Sept. 16 at his home in Hutton Park, 
West Orange, N. J., after a long illness. 

Mr. Woodland was born in Newark 
in 1862. He was president of Jones & 
Woodland Co., jewelry manufacturers. 
He was a director of the Fidelity Union 
Trust Co. of Newark and the Essex 
County Trust Co. of East Orange. 

Surviving Mr. Woodland is a son, H. 
Thompson Woodland. 





Charles H. Fuller 


ATTLEBORO, Mass., Sept. 6—Charles H. 
Fuller, for the past 40 years president and 
treasurer of the George H. Fuller & Sons 
Co., manufacturers of jewelers’ jobbing 
materials and findings, 151 Exchange 
Street, Pawtucket, R. I., died at his home 
in South Attleboro this morning. Mr. 
Fuller celebrated his 75th birthday on 
Sept. 2. All his life was spent in the con- 
cern of which he was the head. On his 
graduation from the Pawtucket High 
School, he entered the business and 40 
years ago, on the death of his father 
George H. Fuller, founder of the company, 
succeeded him as head of the firm. He 
was actively engaged in the affairs of the 
company until last April, when he be- 
came ill. 

He was born in South Attleboro, the 
son of George H. and Abbie N. (Ide) 
Fuller and was educated in the Pawtucket 
schools. A former resident of Pawtucket 
he had lived the last 16 years in South 
Attleboro. He was a member of the Paw- 
tucket Businessmen’s Association, Paw- 
tucket Chamber of Commerce, the Manu- 
facturers’ of Findings Association of 
Rhode Island, and was a 33rd degree 
Mason. 

He is survived by his widow and a 
daughter. A son died 15 years ago. 
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NEW YORK: 


Jewelry News of the Metropolitan District 


C. Wesson & Sons, Inc., formerly of 
1465 Broadway, have moved to Jamaica, 
Borough of Queens. 

L. M. Van Moppes Co. has moved its of- 
fice from 120 Clinton Ave., Newark, N. J., 
to 603 Seventh Ave., Asbury Park, N. J. 


W. H. Coombs, representing L. Tamis 
& Son, goldsmiths, 36 W. 47th St., is now 
on a six weeks’ trip to the Pacific Coast 
calling on the retail trade. 


Madow’s, who are located at 2274 
Third Ave., have opened a branch store 
at Fordham Road and Valentine Ave. 
Sidney L. Warsawer was the broker. 


William Allison has retired from the 
firm of Hayden W. Wheeler & Co., after 
an association with it of over 40 years. 
It is his intention to handle high quality 
merchandise at 551 Fifth Ave. 


Morris Katz, of the Morris Katz Dia- 
mond Corp., 68 Nassau Street, returned 
on the S.S. Manhattan from Europe where, 
besides visiting the diamond markets for 
his firms, he toured Switzerland, France, 
England, Belgium and Czecho-Slovakia. 


G. A. Schlechter, 114 Spring St., Read- 
ing, Pa., was a visitor in New York for 
a short time early in September on his 
return from a vacation spent in Maine. 
While in the metropolis, he made his 
headquarters at the Hotel Commodore. 


Paumanok Lodge, No. 855, F. & A. M., 
issued invitations to be present at the 
investiture of Robert C. Kerr, Jr., 37 
Maiden Lane, as Grand Representative 
of the Grand Lodge of Masons of the 
District of Columbia on Sept. 26. 


J. Haber of 65 Nassau St. has returned 
to the city after an absence of four 
months, managing the Jewel Hotel at Loch 
Sheldrake, N. Y. He will continue to 
carry a full line of diamond platinum 
mounted jewelry. 


Emil Pick, Chicago representative for 
the Hammel Reglander-Pennant Corpora- 
tion, celebrated 50 years with his com- 
pany on Aug. 15. He began as an er- 
rand boy with the firm, then known as 
L. Hammel & Co. 


M. Gold, formerly a member of the 
firm of Gold, Most & Fogel, has engaged 
in business for himself under the style 
Unique Novelty Co. at 64 W. 48th St. He 
will manufacture vanities, cigarette cases 
and gold and platinum novelties. 


A. D. Leveridge of the firm of A. D. 
Eeveridge, diamond importers of 22 W. 
48th St., again visited Chicago and mid- 
western cities, and upon his return sailed 
for the European diamond centers for the 
filling of the firms diamond orders at his 
foreign offices. 


Harold N. Harris, wholesale diamond 
merchant, has leased quarters at 48 W. 
48th Street. The Eastern Jewelry Co. 
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has also leased space at the same ad- 
dress and both concerns were mentioned 
in the same note in the last issue of THE 
JEWELER’s CircuLaR. In order to avoid 
any confusion it should be stated that 
they are not associated in any way. 


A regular monthly meeting of the New 
York Jewelers’ Benevolent Association 
was held on Tuesday evening, Sept. 19, 
at 8:30 p. m., at Proctor’s Lodge Rooms, 
148, E. 58th St. Many important ques- 
tions affecting the future of the associa- 
tion and of particular interest to mem- 
bers were taken up at this meeting and 
carefully discussed. 


George Frey, well known eastern rep- 
resentative of the A. L. Lindroth Co. and 
the Plainville Stock Co., with offices in 
21 Maiden Lane, has recently returned 
from a trip over his entire territory and 
reports the best business he has had since 
1929. He sold every customer on record 
on the company books with the excep- 
tion of two. 


Barry & Wirth, a new wholesale jewelry 
firm, have engaged quarters on the eighth 
floor of 15 Maiden Lane. The members 
of the firm are Walter R. Barry and 
John Wirth. Mr. Barry, who has been 
in business for himself during the past 
five years, was previously associated with 
J. R. Wood & Sons. Mr. Wirth has 
been identified with the jewelry trade 
for the past 12 years. 


When Hyman Blumberg, a jeweler 
salesman, called police headquarters at 
Newark, N. J., on Aug. 28 to inform 
them of the loss of a case containing 
$300 worth of jewels, he was told that 
the case had already been recovered in 
Jersey City. The Jersey City police had 
found the jewels in a taxicab. The oc- 
cupants of the cab were held on charges 
of robbery. 


W. B. Hawley, of the Davis & Hawley 
Co., Bridgeport, Conn., was a visitor in 
this city on Sept. 20 and called at the 
offices of THE JEWELER’S CIRCULAR. The 
Davis & Hawley Co. will celebrate its 
95th anniversary on Oct. 2. Special win- 
dow and other displays will be shown. 
These will include jewelry and silver- 
ware of the period when the business was 
founded. 


A regular meeting of the Jewelers’ 24 
Karat Club of New York City was held 
at the club rooms, 608 Fifth Avenue, on 
Wednesday, Sept. 20 at 3 p. m. and at- 
tended by about 20 members. It was re- 
ported that the club now has a total 
membership of 183. The question of hold- 
ing the annual dinner of the club was 
brought up, but the discussion was de- 
ferred until the next meeting. 


A special mass meeting of the Metro- 
politan Retail Jewelers Association is to 
(Turn to Page 84) 
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EVERYTHING IN 


SWISS WATCHES 


TWIN FACE BAGUETTE WATCH 
FOR SPORT AND DRESS 


DE FRECE BERNSTEIN, INC. 
48 West 48th St. New York 








&- EMBLEMS 


SINNOCK & SHERRILL 
15 Maiden Lane New York 








M. J. STERN & BRO. 


61 Beekman St., New York 


stands for SPECIALISTS in Making JEWELRY 
on ORDER, also REPAIRING in ALL its 
BRANCHES. Estab. 1910. 








UNBREAKABLE CRYSTALS 


Faney—Round Flat—Round Lentille 
ALL SIZES—ALL SHAPES 


STANDARD 
UNBREAKABLE WATCH CRYSTALS, INC. 
7S Varick St., New York, N. Y. 











HAMILTON ILLINOIS ELGIN 


American Watch Distributors, Inc. 


207 Commerce Building 15 Maiden Lane 
Rochester, N. Y. New York, N. Y. 


WRITE FOR CATALOGUE 


WALTHAM 








‘3 1 DIALS. wi 
‘elz REFINISHED LIKE NEW 


HIGH GRADE EUROPEAN METHOD 
By 24 Hour Service 





Write for Price List 


ROYAL DIAL & Serna co. 
116 Nassau St., New York, 








FITRITE 


Guaranteed Swiss Resilient 





All sizes in stock from 4/0 to 14 Dennison Widths and 
In ait etre s and lengths, Including Mainsprings 
for Gruen, Glysine, Bulova, ete. 


$1.50 per Dozen—$16.20 per Gross 


CONOVER & QUAYLE, Inc. 


10 Maiden Lane New York 
Send for Complete Chart 














CHINESE GEMS CO. 


JADE 
Rosequartz Turquoise 
Amethyst Lapis 
Carnelian Crystals 





Stone Ornaments for Lamp Bases 
20 West 47th St., New York 
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WHERE TO BUY. 

















The Gift To Her Fiancé 


THE STAR SAPPHIRE RING 





Gems of Fascination 


LOUIS N. MARX 
551 Fifth Ave. New York 


Tel. MUrray Hill 2-8838 





KRONER, HYMAN & CO., Inc. 
JOBBING STONES 


Engraving, Encrusting 
Lapidary Work 
80 Nassau St. New York City 











Diamonds, Pearls, Precious: 
Synthetic & Imitation Stones 


S. NATHAN & CO., Ine. 
71-73 Nassau Street, New York 


Orders for Jobbing Stones and Lapidary 


Work Carefully and Promptly Filled 


DIALS 


IR RADIUM and PLAIN FIGURES 


_~ si 
col OLD Dials Refinished Like New 


Es Orders filled same day 
LS 


1 ae” U.S. WATCH DIAL CORP. 
66 Nassau St. New York 












CULTURED PEARL 
NECKLACES 


Pearl Watch Bracelets, Clasps & Earrings 


JACK J. FELSENFELD 


15 MAIDEN LANE NEW YORK 








EXPERT REPAIRS 


SILVERWARE 
Greatest Care Given to Heirlooms 
No job too small or too much trouble 


CURRIER & ROBY 2'7.£. 22th st. 








New York 

Send us your OLD GOLD, SILVER, 
PLATINUM, GOLD - FILLED 
CASES, OPTICAL SCRAP, ETC. 

Prompt and accurate 

returns Guaranteed 
Generations of Service 
N. L. SHTEINSHLEIFER, 

Smelter & Refiner 

78 Bowery, New York City 














KENNGOTT BROTHERS 
80 Nassau Street, New York, N. Y. 
JEWELRY REPAIRING and 

SPECIAL ORDER WORK 
Also Real and Imitation Shell Combs— 


Baby Shoes Metalized— 
Genuine VARNISTARS and VARNICROSSES— 
Prompt Mail Service 























_ New York Notes 
(From Page 83) 


be held at the Hotel Astor, Oct. 9, at 
about 9.00 p. m. Speakers will be Hon. 
John J. O’Connor, Congressman, Edward 
H. Krehbiel, of Black, Starr & Frost-Gor- 
ham, Inc., and B. L. Shinn, counsel for 
the Congress of Precious Jewelry Produ- 
cers. H. Goldschmidt is president of the 
association. 


Gabriel Bard, representative of Patek- 
Philippe & Co., Geneva, Switzerland, is 
visiting the United States for a few 
weeks. He is now on a trip throughout 
the country calling upon jewelers who 
are dealing in their watches. Lewis W. 
Muller, the New York representative, 
with Mr. Bard, left Sept. 13 and will 
remain away for about six weeks. This 
is Mr. Bard’s first visit to the United 
States. 


Sometime between 6.45 o’clock on the 
afternoon of Sept 12 and 7.05 o’clock on 
the morning of Sept. 13, someone threw a 
half brick through the plate glass win- 
dow of the jewelry store of Lester Rice 
at 94 Newark Ave., Jersey City, and stole 
three lavallieres, two small brooches and 
two plated rings. Rice closed his store 
shortly before 7 o’clock, leaving a few 
articles in his show window, valued at 
less than $100. He discovered the robbery 
when he went to his store next morning. 


Garnett S. Hunt and Frank Milde- 
berger of the Hunt Mildeberger Co., Inc., 
returning from seven weeks’ trip in New 
York, Pennsylvania, and New England, 
report sales of 100 per cent over 1932 
and the best trip since 1930. They report 
retail jewelers in general enthusiastic 
over the NRA and in most instances 
doing a larger volume of business than 
in any previous month of 1933. Stocks 
are low and they are willingly buying on 
a rising market. 


Services for Mrs. Carl Hueg, wife of 
C. J. Hueg, jeweler and optician, 58 Main 
St., Madison, N. J., were held at her late 
home recently. Interment was in Ever- 
green Cemetery, Morristown. She was 
attending a theatrical performance in 
Summit when she was stricken with a 
heart attack and rushed to a hospital where 
she died. She was married to Mr. Hueg 
28 years ago and eight years ago the 
couple moved to Madison and opened a 
jewelry business on Main St. 


Station WOR, the Bamberger Broad- 
casting Service, Newark, N. J., has in- 
augurated a plan whereby automatic time 
signals will be heard over this station 
every hour during the day, beginning at 
7 a. m. and continuing until midnight. 
These signals originate in Washington 
at the United States Naval Observatory 
and are transmitted over wires of the 
Western Union Telegraph Co. to the 
WOR studio. This time signal, which 
comes in on the hour, is a high-pitched 
note of approximately one-second dura- 
tion. 


Jewelers in this section are warned to 
beware of a man who is making a busi- 
ness of calling on the retail jewelers 
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buying and selling old gold and watch 
movements. Once he has gained the con- 
fidence of the jeweler, he makes pur- 
chases with worthless checks or takes 
merchandise on consignment on which he 
does not report. He has already visited a 
number of stores in Brooklyn and Jersey 
City. His residence is believed to be in 
Brooklyn. The man is described as 
weighing about 175 pounds, about five 
feet, five inches tall. He has dark hair. 


The annual meeting and election of 
officers of the Jewelry Trade Club took 
place on ena om Sept. 28. The nom- 
inating committee submitting the names 
of the following members for officers and 
the board of directors: President, Milton 
Heller; vice-president, Edward L. Stern; 
treasurer, Isidor Lassner, and secretary, 
Aaron Sverdlik. For the board of di- 
rectors, Milton Heller, ex-officio, Aaron 
Sverdlik, ex-officio, Louis Jaskow, John 
Ballard, Julius Kaufman, Paul G. Schon- 
cite, B. F. Young, Walter Lampl and 
Walter Eitelbach. Dinner was served 
at 6:30 and the meeting followed. 


Frederick Sulzberger, 67 years old, of 
25 E. 86th St., was injured seriously Sept. 
19 when he was struck by an automobile 
at Lexington Ave. and 86th St. Mr. Sulz- 
berger, a retired jeweler, was taken to 
Lenox Hill Hospital by the driver of the 
car, Frank Graff, of 404 E. 83rd St. He 
suffered cuts and bruises and head in- 
juries, hospital attendants said. On his 
way home, he was crossing the avenue 
from east to west when he was struck 
by the machine, which was northbound. 
The car was owned by Mathias Antz of 
431 E. 83rd St. Graff was not held. 
Municipal Court Justice Myron Sulz- 
berger, a brother of the injured man, 
was notified and he hastened to the hos- 
pital. After the visit, Justice Sulzberger 
said the extent of the injuries would not 
be known until roentgen-ray photographs 
were taken. 


A jade carving valued at $1,000,000 
on which hundreds of Chinese craftsmen 
labored more than ten years, is to be 
placed on exhibition in a Rockefeller 
Center showroom on Nov. 1. The 
carving, or series of carvings, consists 
of a pagoda of seven stories or stages, 
and more than 50 inches tall, carved in 
green jade. It is set upon a _ thrice- 
terraced teakwood altar with rails and 
staircases cut into jade lace work. A 
“Pailou” or ornamental gateway, with 
jade lions on guard, has lamps carved 
and hollowed to eggshell thinness. A 
block of jade from Burmese mines, weigh- 
ing nine tons and shipped to Shanghai 
in 1800-pound segments, was the inspira- 
tion of the designer, Chang Wen-ti of 
Shanghai. Mr. Chang, who is at present 
exhibiting his masterpiece at the Century 
of Progress Exposition in Chicago, com- 
pleted arrangements with renting agents 
in Rockefeller Center for a showroom 
which he has leased for three months. 


The Department of Education of the 
American Museum of Natural History is 
offering a free course of four informal 
talks by Herbert P. Whitlock, curator of 
minerals and gems, on “The Apprecia- 


(Turn to Page 85) 
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tion of Gems”. The first talk is to be 
given on Oct. 21 on “What is a Gem?” 
It presents in a very generalized way 
the relations and differences between gem 
stones and answers some of the questions 
which occur to the layman concerning 
them. On Oct. 28, “Jade: Its Carving 
Mythology and Symbolism” will be the 
subject. Mr. Whitlock will tell how the 
Chinese have used jade for hundreds of 
years to express in carving the wealth 
of myth and legend that colors their 
lives. On Nov. 4, “Decorative Stones 
Other Than Jade” will be the title of the 
lecture in which Mr. Whitlock discusses 
such materials for carved objects as rock 
crystal, carnelian, turquois and malachite, 
and tells something of the technique in- 
volved in the carving of them. These 
three lectures will be illustrated by slides. 
On Nov. 11, “Legends of the Gems’ will 
be a reading from Hindu folk tales re- 
lating how the sapphire, opal, diamond 
and ruby came into being. 





Wholesale Jewelers of New York 
Organize 


At a meeting of wholesale jewelers 
held on the evening of Sept. 18, the ques- 
tion of organizing the wholesalers of 
New York was brought up and instantly 
approved by unanimous vote. The pur- 
pose of this newest organization is to co- 
operate in every possible way for better 
conditions in the trade and to secure a 
NRA code of fair practice. 

Officers elected at the meeting were 
Adolph Pusrin, president; Sigmund Blit- 
zer, vice-president; Harry Cohen, treas- 
urer, and Frank Marsland, secretary. Sol 
Diamond is counsel for the association, 
which is taking steps to incorporate as 
the Wholesale Jewelers of New York. 





Court Discharges One Man and Holds 
the Other in Newport Jewelry 
Store Robbery 


PROVIDENCE, R. I., Sept. 25 — Philip 
Flynn of this city was adjudged probably 
guilty and Charles O’Reilly also of Pro- 
vidence probably not guilty of the $50,- 
000 jewel theft from the Bellevue Ave., 
Newport, store of Thomas Kirkpatrick of 
New York on the afternoon of Aug. 1, 
by Judge Max Levy of the First District 
Court last Friday. 

Flynn was bound over to await the ac- 
tion of the grand jury without bail and 
O’Reilly was discharged. The latter, how- 
ever, was immediately rearrested and 
Saturday was sent to State Prison for 
seven years on two charges of breaking 
and entering and two years for stealing 
an automobile. The sentences to run con- 
currently. 

The hold-up and robbery of the Kirk- 
patrick store on fashionable Bellevue 
Ave., Newport, took place late in the af- 
ternoon of Aug. 1 at a time when Henry 
Coupier a clerk, was alone in the store. 
He had just been showing a customer a 
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large amount of valuable jewels when 
two men entered the store, ordered him to 
back away while they proceeded to seize 
a quantity of bracelets and other articles 
of jewelry that were on the tray that the 
clerk had just been showing. The men 
walked leisurely out of the store and 
down the avenue to their automobile 
awaiting nearby in which they made their 
escape before the alarm could be given. 
Later Flynn and O'Reilly were arrested 
in this city through the joint efforts of 
the Providence and Newport police. The 
identification of O’Reilly was so contra- 
dictory, however, that Judge Levy gave 
him the benefit of the doubt when he 
learned that the man would be immediate- 
ly charged with other crimes to which he 
had already admitted. 





International Silver Co. Awarded 
Decree in Suit Involving Use of 
Name “Rogers” 


The International Silver Co. recently 
brought suit in the United States District 
Court for the Eastern District of Michi- 
gan, Southern Division, against two in- 
dividuals doing business under the names 
Rogers National Distributors and Rogers 
Silverware Distributing Co. of Toledo, 
Ohio, and Detroit, Mich. 

The court has now entered a decree 
in that suit wherein it is adjudged that 
the International Silver Co. is 

“the successor of the Rogers compa- 
nies with which the original Rogers 
brothers were associated in the busi- 
ness of manufacturing and selling 
silver-plated ware and acquired all 
their rights to the use of the name 
‘Rogers’ in connection with such ware 
and all trademarks including said 
name.” 


The injunction which was issued and 
served on the defendants in pursuance of 
the decree, among other provisions per- 
petually enjoins the defendants in the 
following particulars: 


“(a) From further using in connec- 
tion with your business in tableware 
the name Rogers National Distribu- 
tors, or the name Rogers Silverware 
Distributing, or the name Rogers Sil- 
verware Distributing Co., or the name 
R. S. D., or the name R. S. D. Co., or 
the name The R. S. D. Co., or any 
other confusingly deceptive name. 

“(b) From any further use in adver- 
tising or other literature or by oral 
representations of the marks ‘Wm. 
Rogers & Son’, ‘Wm. Rogers Mfg. Co.’, 
‘1847 Rogers Bros.’ or the name ‘Wm. 
Rogers’, or the words ‘Genuine 


Rogers’ or of illustrations or cuts of « 


International Silver Co.’s silverplated 
ware, or of any other words or names 
or illustrations or cuts calculated to 
mislead the public into purchasing 
your goods as and for International 
Silver Co.’s. 

“(c) From any further representa- 
tions that you or either of you are 
associated with or have any connec- 
tion with the International Silver Co. 
or with the manufacturer of Rogers 
silverplated tableware. 
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WHERE TO BUY 


SELL + ANTI-TARNISH 


AND INCREASE YOUR SALES 
Plus Anti-Tarnish Cream prevents tarnish 
and keeps silver brilliant. 

Send 10c in stamps for trial tube 

“SELLS MORE SILVER” 


LASCELLES, 27 E. 21st St.. New York 





HAIRSPRINGS 





AMERICAN & SWiss 
HAIRSPRINGS payee | 
6” to 18 s. FLAT 


F 4 * oe .75 
6” to 18s. BREGUET |. $1.25 


we HAIRSPRING SERVICE, Inc. 
116 Nassau Street, New York City 








SOLE AGENTS IN UNITED STATES 
MaTHEyY-TIssoT LEMANIA 


WATCHES CLOCKS 


NORMAN M. MORRIS 
542 FIFTH AVE. NEW YORK 








Expert Diamond Cutting 

and Repairing for the Trade 
For many years manager and foreman of 
the cutting works of L. & M. Kahn & Co. 


DAVID BARZILAY 
64 West 48th St. 
New York City 


Suite 807 
Tel., Bryant 9-2038 








HAIRSPRINGS VIBRATED 


By Experienced Swiss Woman—While You Walt 
AMERICAN AND SWISS MATERIAL 
Complicated and Fine Watch Repairs 


ROLAND GLOOR CO. 
10 West 47th St, Room 1206, New York, N. Y. 








ORIENTA CULTURED PEARLS 


Fully Guaranteed 





Section of Cultured noe 


Send for Hiustrated beoklet deser of the 
Cultured Pearl industry. feocklace Me lene on ? on request. 


Leyathristiolé 


65 Nassau St. New York 








DIAMOND AND CALIBRE SETTER 
ON EXCLUSIVE PLATINUM JEWELRY 


Expert Workmanship 
Efficient Service 


The Kind That Holds Your Attention 


LEON DYMENTBORT 


62 West 47th St. New York, N. Y. 
Tel. LOngacre 5-8920 Sulte 811 














THE JEWELERS’ CIRCULAR 
is the ONLY Jewelry publication 
a member of the A.B.C. 


guaranteeing paid circulation 

















: WHERE TO BUY | 
MARSH BUCKLES 
Tie Clips and Sets 


By The Makers of 
Tongue Tyed Bracelets 


“* MARSH ‘re: 


ATTLEBORO, MASS. 





















EUREKA MFG. 
PAUNTON, MASS. 
Makers of 
SILVERWARE BAGS AND 


approved and used by 
Leading Manutacturers and Retailers 


CO. 


ROLLS 


Samples on Request 





Mi most ror your money &§ 
IN 
STERLING SILVER FLATWARE 


ann HOLLOWWARE e 
CATALOG GLADLY SENT 


ANCHESTER 
SILVER COMPANY 
* PROVIDENCE RHODE ISLAND 


POOLE 
GOLD RINGS 


Initial, Stone, Ca- 
meo, and School 
and College Rings 
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THOMAS S. POOLE, INC. 
19 Virginia Ave., Providence, R. I. 


BENNETT 


FOR 


EARWIRES 
Largest Selection 
in the Trade 


T. S. BENNETT FINDINGS CO., INC. 
161 Dorrance St. Providence, R,. I. 


WHERE TO BUY 


Watcu ATTACHMENTS 





—— 











Attachments 








Ask Your Wholesaler for 


KESTENMADE 


WATCH STRAPS 
All styles and materials 


KESTENMAN BROS. MFG. CO. 


Providence, R. |. 








DON’T BE FOOLED 
Investigate the 
TRI-PAD-DISPLAY TRAY 
for Watch Bracelets 
ERDMAN-BERG, Inc., Fraser, Mich. 

















PROVIDENCE: 


Happenings in the New England Territory 


The Manchester Silver Co. is erecting 
a brick and concrete block addition, 50 x 
61 ft., to its plant at 49 Pavilion Avenue. 


E. V. Spooner, Inc., manufacturers of 
findings at 409 Pine Street, has changed 
its corporate name to E. G. Spooner. 


The Park Lane Jewelry Manufacturing 
Co., 301 Westminster Street, is owned by 
Antonio DiStefano and Thomas Manco. 


Walter F. Lally has filed information 
at the city clerk’s of ownership of the 
Novelty Jewelry Mfg. Co., 27 Columbus 
Avenue. 

The Emblem & Badge Manufacturing 
Co., 101 Richmond St., is owned and con- 
ducted by Nathan Resnik of 68 Ontario 
St. 

The Thomas Mfg. Co., 40 Bassett 
Street, is owned and conducted by Thomas 
Adams of 700 Park Avenue, Cranston, 
according to his statement filed at the 
city clerk’s office. 

Harold E. Sweet, head of the R. F. 
Simmons Co., of Attleboro, has returned 
from a 45-day cruise to Europe, where he 
spent considerable of the time in Scan- 
dinavian waters. 

William H. Blake, of Attleboro, has 
been added to the staff in the executive 
office of the New England Manufacturing 
Jewelers’ and Silversmiths’ Association, at 
the Biltmore Hotel, Providence. 

F. Litchman, Frank Susi and M. Hol- 
land are the incorporators of the Lutto 
Jewelry & Optical Co., Providence, which 
has been granted a charter to deal in 
jewelry, etc., with a capital of $20,000 
divided into 200 shares of $100 each. 

Joseph W. Blaine, J. E. Blaine and 
Joseph R. Libby, all of Newport, have 
been granted a charter as Edwin C. 
Blaine, Inc., to conduct a retail jewelry 
business in Newport with an authorized 
capital of $20,000. 

The Standard Mfg. Co., Inc., Provi- 
dence, has been incorporated to conduct 
a manufacturing jewelry business with an 
authorized .capital of 100 shares of no 
par value. The incorporators are: Marie 
Roman and Joshua Bell of Providence 
and William R. Goldberg of Pawtucket. 

Water damage to the extent of several 
hundred dollars was caused to property 
of several small jewelry concerns in the 
Talcott building, 91 Sabin Street, on the 
night of Sept. 12. A sprinkler head gave 
way in the plant of the E. M. Johnson 
Co. Firemen shut off the water. 

The Peerless Jewelry Co., Inc., Provi- 
dence, has been incorporated under the 
laws of Rhode Island, and with an author- 
ized capital consisting of 200 shares of 
common no par value. The incorporators 
are: Ralph Orleck, Emil F. Schuler and 
Sarah Orleck. 

The Richards Mfg. Co., Inc., has been 
granted a charter under Rhode Island 
laws to manufacture pens and pencils with 
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a capital stock consisting of 100 shares of 
common stock of no par value. The 
incorporators are: Shikray Debs, Abra- 
ham G. Debs and Madge Debs. 

The Rabinowitz Co., Inc., Providence, 
has been granted a Rhode Island charter 
to conduct a manufacturing jewelry busi- 
ness with an authorized capital consisting 
of 100 shares of no par value. The in- 
corporators are: Samuel H. Workman, 
Mary J. O’Connor and Harold C. Arcaro, 
all of Providence. 

A youth, 19 years old, with no perma- 
nent address, has been held in $2000 bail 
for the grand jury after waiving examina- 
tion to the charge of breaking and en- 
tering in the night time the retail 
jewelry store of L. N. Vaughan, 104 
Broadway, Newport, and committing lar- 
ceny. A number of watches and binocu- 
lars were stolen. 

The North Attleboro Plating Company 
is the name of a new North Attleboro 
concern, which has commenced business 
adjoining the Clark factory. The build- 
ing has been thoroughly renovated and 
equipped throughout with modern plating 
apparatus. John Burke and Fred Strong 
will manage the concern, which is plan- 
ning to incorporate at an early date. 

John F. Lassell, for 60 years associated 
with the manufacturing jewelry firm of 
Theodore W. Foster & Bro. Co., died 
Aug. 24 at his home after an illness of 
a couple of days, in his 77th year. His 
death occurred two weeks after that of 
his wife. The couple would have cele- 
brated their golden wedding anniversary 
next May. 

When employees of the Union Plate & 
Wire Co. in Attleboro finished work 
Saturday, Sept. 9, they were officially ap- 
prised that a 20 per cent pay cut that had 
been in effect for a number of months 
had been returned to them, effective 
Monday, Sept. 4. George Fife, manager 
of the concern, expressed pleasure at be- 
ing able to restore the wages, and said the 
firm has much business ahead. 

Local No. 18, a branch of the Inter- 
national Jewelry Workers Union, was 
formed in Brownell’s Hall, Attleboro, the 
other night, and officers elected. Carl 
Swanson, a leader in the local Socialist 
party, was the favorite of the majority of 
the 250 present for the presidency and he 
accepted. The other officers named in- 
clude: James Percy, recording secretary; 
Carl Swanson, Jr., financial secretary; 
Earl Mulligan, treasurer. Other officers 
will be elected at a later meting. 





NON-TARNISHING FLANNEL 


ROLLS and BAGS 


FOR SILVERWARE 


Bridgeport Bag & Jewelry Case Co. 
25 Wells St., Bridgeport, Conn. 
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FITRITE 
SWISS MAINSPRINGS 


RESILIENT 
GUARANTEED 





Complet —- 4/0 to 14 wide Den- 
nison id a strengths and lengths 
50 PER DOZEN 
$16. 20 PER GROSS 
7 Assortment No. 20 in Wood Cabinet 
2 Dozen 24 Baguette Sizes $3.50 


JOS. B. BECHTEL & CO., INC. 


729 Sansom St. Philadelphia 
Send for Complete Chart 








Philadelphia College of Horology 


SCHOOL FOR WATCHMAKERS 

JEWELERS AND ENGRAVERS 

Broad and Somerset Streets 
PHILADELPHIA, PA. 














THIMBLES — TIE CLIPS 
IDENTIFICATION WRISTLETS 





Simons Bros. Company 
269 So. 9th St. Philadelphia 





ALFRED HUMBERT & SON 
DIAMONDS 
WEDDING RINGS 


Manufacturers of the Best in Wedding 
Rings for Nearly a Century 


117 So. 10th St. Philadelphia 





HYMAN N. CAPLAN 


ESTABLISHED 1916 
MANUFACTURING JEWELER 
SPECIAL ORDER WORK & REPAIRING 
FRATERNAL JEWELS 

OFFICIAL BADGES 


740 Sansom St. Philadelphia 








Williams &Waples 


Authorized Distributors 
Genuine Watch Material 


American — Swiss — English 

Tools — Lathes — ucks 

Make Us Your Service Station 
727 SANSOM ST. PHILADELPHIA 











CLASS 
RINGS 


J.F. APPLE CO., inc. 
Manufacturers 
LANCASTER PA. 


Write Us for Samples 
and Prices 


BYARDF.BROGAN 


Manufacturer of 
DIAMOND MOUNTINGS 
AND WEDDING RINGS 

805 Sansom St. Philadelphia 
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L. W. Gibbons, Fulmer & Gibbons, will 
leave the early part of October on his 
annual fall trip to the middlewest. 


The many friends of D. Witkin, well 
known trade watchmaker, 726 Sansom 
St., extend their sympathy upon the death 
of his father on Sept. 6. 


C. F. Rumpp & Sons announce the re- 
moval of their Chicago office from the 
12th floor of the Merchandise Mart to 
the 15th floor in the same building where 
they have more attractive quarters. 


Byard F. Brogan, manufacturer of 
platinum and white gold mountings, 807 
Sansom St., reports a substantial increase 
in business during the past few months 
over the corresponding months of last 
year. 


Thieves smashed a plate glass window 
at the Seaman Jewelry Store, 38 N. 9th 
Street, Reading, Pa., early on the morn- 
ing of Sept. 4 and stole watches and 
rings valued at $299.50, according to the 
report made to the police. A heavy iron 
spike, which it is believed was used to 
break the glass, was found by the police. 
Detective Morris reported that the spike 
was wrapped in a women’s felt hat and a 
towel to muffle the sound. William Salz- 
man, manager of the store, reported to 
the police that 11 watches and a woman’s 
diamond ring had been scooped out of 
the window. 


The Bailey, Banks & Biddle Co., 1218 
Chestnut St., displayed in its window dur- 
ing the third week of September, a very 
attractive and unusual solid bronze ath- 
letic tablet which they made for the U. S. 
Military Academy, West Point, N. Y. 
The caption on the tablet reads “Compe- 
titive Intramural Activities,” underneath 
of which are modelled figures represent- 
ing the various athletic activities of the 
Academy with eight columns of 30 name 
plates each for placement of names of the 
winners of the various athletic events. 
The tablet measures 30 by 40 inches and 
will record the outstanding athletes in 
the Academy for the next 30 years. 


The Association of Wholesale Jewelers 
of Philadelphia held a meeting and din- 
ner Monday evening, Sept. 18, in the 
Adelphia Hotel, Louis Sickles presiding. 
It was decided that the association should 
be the local organization to assist the code 
committee of the Wholesale Jewelry and 
Watchmakers’ and Jewelers’ Supplies In- 
dustry in administering and enforcing 
their Code of Fair Competition. The ter- 
ritory to be covered in the Philadelphia 
trading area includes Wilkes Barre, 
Scranton, Reading, Lancaster, Harris- 
burg and Allentown in Pennsylvania, 
Washington, D. C., Baltimore, Md., and 
Wilmington, Del. Representatives of the 
following concerns were in attendance: 
Joseph B. Bechtel & Co., Byard F. Bro- 
gan, Jacob Engel & Co., Alfred Humburt 
& Son, H. O. Hurlburt & Sons, S. Kind 
& Sons, B. Kleitz & Bro. Co., The Non- 
Retailing Co., Ritter, Greenberg Co., 
Louis Sickles, M. Sickles & Son and Wil- 
liams & Waples. 
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“BEST BY TEST” 
ALLOYS — GOLD SOLDERS 
PLATINUM SOLDERS 
Refining of Precious Metals 


CLINTON REFINING CO., INC. 
NEWARK, N. J. 
91-93 E. Kinney St. Tel. Market 2-5176 








MOUNTINGS 
OF RECOGNIZED MERIT 


FULMER & GIBBONS, INC. 
117 So. 10TH St. PHILADELPHIA 








Z'RNKILTON 


CREATORS OF ARTISTIC 
HAND-MADE 
IRIDIUM PLATINUM MOUNTINGS 


F.X. ZIRNKILTON 24ai2t8tx 


PHILADELPHIA 








BOWMAN 
TECHNICAL SCHOOL 


Courses for Success for 


: Watchmakers, 
_ Engravers, Jewelers 


Write for free book ‘“‘Your Future and Our School.’’ 
JOHN J. BOWMAN, Director, 
Bowman Bidg., Lancaster, Pa. 

















importer of 
DIAMONDS, 
PRECIOUS 
AND 
IMITATION 
STONES 


SPECIAL ORDER WORK 
735 WALNUT STREET PHILADELPHIA, PA. 


























OLD GOLD, SILVER, 
PLATINUM BOUGHT 


FILINGS—SWEEPS— 
GOLD FILLED SCRAP 


Jewelers’ Shipments from all parts of the 
U. S. prove our checks satisfy 


Your lot is accurately valued, reported 
same day as received and held intact 
awalting your OK. 


EMPIRE SMELTING & REFINING CO. 
Metallurgical Chemists 
713 Sansom Street, Phila., Pa. 




















[ wu TO BUY | 


MODERNIZE La 
di I covered with I8K 
"Geld me he Pasll, carved with our wreath of $2. 25 NET 


Pes your old gold and old fashioned, non-salable 
jewelry to us. We will assay to 18K white gold 
and furnish mvudern, up-to-date wedding rings 
beautifully engraved, for $15.00 per dozen net. 


WENDELL & CO. 


180 Broadway, New York 31 N. State St., 


Sruompaable 
Wut, Case Mipaning 


OUR weeny costs NO peas THAN 
RDINARY WOR 


peimtenmeinmat © 
29 E. Madison St. 


A. C. BECKEN Co. 


Wholesale Jewelers 
P.O. Box 1 
29 E. Madison St., Chicago 


Chicago 


bias 


© curcaco, ILL. 




















JEWELRY SHOW CASE 
TRAYS 


Now is the time to re- 
Place your old trays— 
If your metal or wood 
frames are still service- 
able let us reline them 
to look like new—prices 
on application. 


WESTERN TRAY & CASE CO. 














423-27 WESIRAY Cincinnati 
Plum Street S Ohio 
Since 1864 
ELGIN and 
WALTHAM 
WATCHES 


F. 
7 Jook ie” Size 
$3.50 


(With new White 


Fancy Ne nee 


Same 2 ob 15-Jewel 
Same in 17-Jewel 
$5.00 





Same in 12 size ms PE cuewaves $3.75 
with a _ beautiful Jewel ......05 5.06 
Fancy Silver Dial i ;: PONE ocnceses 6. 


25% with order, balance C. O. D. 


We also carry a good line of Rail- 
road Watches, comparatively low- 
priced as above. 


Quality and Service Always 


If you have not recetved our new 1933 
Circular write for tt— 


LEW & ROSENBERG 


5 South Wabash Avenue, Chicago 
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CHICAGO 


Jewelry News Flashes from the Great Central West 


Willson & Parr, manufacturers, have 
recently removed from 55 E. Washing- 
ton St. to 27 E. Monroe St. 


Emil Noel, 29 E. Madison St., recently 
returned from an extended automobile 
trip through Wisconsin, accompanied by 
Mrs. Noel. 


S. J. Strickler, Salina, Kan., accompa- 
nied by his daughter, passed two weeks 
in Chicago during September, combining 
business and pleasure. 


Louis Eppenstein, president of the El- 
gin American Mfg. Co., has returned to 
Chicago and Elgin after spending some 
time at the New York office. 


Charles Newman, formerly of Chicago, 
now representing Kalisher Mfg. Co., New 
York, spent several days here recently 
on business and in renewing old ac- 
quaintances. 


Charles Thistle of the Woodstock- 
Hoeffer Watch & Jewelry Co., Kansas 
City, spent several days in Chicago re- 
cently on business and visiting with his 
many friends. 


Proessel Bros. Mfg. Co., 55 E. Wash- 
ington St., has moved its offices and shop 
to Suite 1049 of that building, which af- 
fords the concern larger and more con- 
venient quarters. 


Fred Pilcher, Mexico, Mo., and George 
Porth, Jefferson City, Mo., two veteran 
association men of that state, made a 
short visit in Chicago following the con- 
vention in Milwaukee. 


G. N. Glenister, who recently opened 
a jewelry store on Conley Ave. in Co- 
lumbia, Mo., was in Chicago last month 
purchasing additional stock for the fall 
season. 


A. E. Krause, of A. Krause & Co., was 
recently elected vice-president of the Wm. 
J. Vossell Co., to succeed August H. 
Holdorf, who resigned and severed con- 
nection with the company. 


Ed Moore, for many years represen- 
tative for Simmons Chain Company in 
Chicago and a few months ago placed 
in charge of the Pacific Coast territory 
for this company, spent several days here 
recently visiting his family and friends. 


The Chicago office of Maybaum Bros., 
Inc., has been moved from the eighth floor 
of the Pittsfield building to room 649 of 
the same building where August Holdorf, 
who has represented them for the past 
two years will continue to represent them. 


S. A. Peck Co., watchmakers to the 
trade, 55 E. Washington St., have moved 
to new quarters, suite 817 of the same 
building, securing additional space. They 
have added a very complete line of bead 
necklaces, Swiss watches and watch at- 
tachments. 


Alvin N. Long, for many years asso- 
ciated with the Stein & Ellbogen Co., 
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recently accepted the representation of 
J. R. Wood & Sons, Inc., Brooklyn, IN. ¥2 
for the territory of Chicago and Illinois. 
Mr. Long has headquarters in Suite 1003¢ 
at 37 S. Wabash Ave. 


Emil Pick, Chicago manager for Ham- 
mel, Ringlander-Pennant Corp., com- 
pleted 50 years of service for this com- 
pany last month. Mr. Pick began with 
the company as errand boy in 1883. In 
1906 he came to Chicago to represent 
them and has been here continuously 
since that time. 


Ben Steelman, for many years manager 
of the Olson & Ebann store in Kalama- 
zoo, Mich., and the well known secretary 
of the Michigan Retail Jewelers’ As- 
sociation, has accepted position as sales- 
man for Paul R. Gruen, Inc., and will 
represent this house in Michigan and 
Indiana. 


A merger has been effected between 
the C. & E. Marshall Co. and the H. H. 
Hawley Co. of Dallas and Houston, Tex., 
and Oklahoma City, Okla., effective 
Sept. 1. It is the intention to operate both 
companies at least for the present, and the 
Marshall company stocks in Dallas and 
Houston will immediately be combined 
with the Hawley stocks. 


Arthur Lundquist and William Lamb 
of the Chicago office were called to Paw- 
tucket, R. I., on Sept. 6 on account of 
the death of Charles H. Fuller, presi- 
dent of the George H. Fuller & Son Co. 

(Turn to page 89) 


Thousands of Jewelers SAVE 
ON THEIR INSURANCE 
with us—WHY DON'T 


YOU? 


NATIONAL JEWELERS MUTUAL 
FIRE INSURANCE COMPANY 


Neenah, Wisconsin 
Send for Complete Information 








Marcasite Monograms 
si tad" Fatt at 
canites “beantitully deslgned 
 —rhedium 

7 Send for tilustrated Folder 
4 

Central M Works 


7 W. Madison Street 
CHICAGO 














DIALS REFINISHED 


Hish Quality Low Prices Quick fare 
very Dial Guaranteed for One Year 


gent dials to our nearest office 
PACIFIC RAUVIUM_ APPLICATION 
co., LTD. 


330 Allen te. 503 Heyworth Bidg. 
Dallas, Tex 


Chicago, Il. 
823 agg Bids. 524 Metropolitan Bidg. 
Seattle, Les Angeles, Cal. 
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(From page 88) 


Tom G. McMahon of Thos. J. Dee Co. 
passed several days in New York on 
business the early part of September. 


Louis Robinson, aged 68, one of the 
best known jewelry auctioneers in Chi- 
cago, died suddenly on Aug. 20 while 
conducting a sale at Hartford, IIl. 
Funeral was conducted from his home 
in Chicago Aug. 22. Mr. Robinson was 
born in Chicago and began his career 
as a jewelry auctioneer at an early age. 
He had been in the business over 50 
years. 


Sam Feldman, 37 S. Wabash Ave., well 
known in the silver trade for more than 
30 years as representative of Eastern fac- 
tories and for the past 10 years con- 
ducting his own business here, recently 
purchased the plant and good will of the 
Mulholland Silver Co. at Aurora, IIl. 
Mr. Feldman has not completed his plans 
for operation yet but says announcement 
will be made in due time. 


Fred L. Bobzien, aged 43, died sud- 
denly at his place of business at Irving 
and Lincoln on Aug. 19. Mr. Bobzien 
had been associated in the jewelry 
business in Chicago since he was 16 years 
of age at which time he started as errand 
boy for Herman Zeitz. He was one of 
the founders of Bobzien Bros. and con- 
tinued with this store until a few months 
ago when he started his own business. 
He is survived by his widow and one 
son 11 years of age. 


A staff meeting of watch inspectors of 
the Baltimore & Ohio and Alton Railroad 
Companies was held at the Morrison Ho- 
tel on Friday, Sept. 15. With W. C. 
Donnelly, general supervisor of time 
service, presiding, about 150 inspectors 
were present. Several told what they 
did to help get business for the B. & O. 








Where to Buy 
IMPORTED 
China and Glass 








— 





THEODORE HAVILAND 


FINE FRENCH CHINA 
BOOTHS, LTD. 

JOHN MADDOCK & SONS 
English Earthenware 
PEARLCRAFT POTTERY 
All in New York Stock 
THEODORE HAVILAND & CO., Inc. 
26 W. 23rd St. New York 





















Where to Buy 
DOMESTIC 
China and Glass 


do 


LENOX 
LENOX, INC. 









LENOX CHINA 
SERVICE PLATES 
DINNERWARE 
NOVELTIES 
Made in America 
Trenton, N. J. 
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in addition to looking after the watches. 
‘ A number of problems faced by time in- 
spectors were discussed. Some of the 
railroad officials addressed the gathering. 
A luncheon was served at which the 
inspectors were guests of the Elgin, 
Waltham, Hamilton and Illinois watch 
companies. 


Burglars who had evidently studied 
the protective system of Joseph Hagn Co., 
Inc., at 223 W. Madison St., successfully 
effected an entrance between Saturday 
night, Sept. 9, and the following Monday 
morning, when Mr. Hagn discovered the 
loss. It is thought that entrance to the 
hallway on the third floor of the build- 
ing was made by way of the fire escape. 
A large hole was then drilled through 
the wall at a place no wires protected. 
Having gained access the doors of the 
vault and four safes were either drilled 
or knocked off. The merchandise stolen 
included diamonds, jewelry, women’s 
watches and a few men’s watches. Mr. 
Hagn estimated his loss at considerably 
more than $5,000 with no insurance. 


The Pinkerton National Detective 
Agency has reported the theft of two 
diamond bracelets, a square emerald ring, 
a string of pearls and a wrist watch for 
which a reward is offered. Both of the 
bracelets are flexible. One is set with 
pavé diamonds surrounded by twelve 
smaller round brilliant collets and two 
pear-shaped brilliants in center plaque. 
It has a round diamond on the clasp. 
The other is a fancy ribbon bracelet 
set with two pear-shaped briiliants in 
the center; two lozenge brilliants (open- 
linked center), and six baguette brilliants 
on the edge. The woman’s ring is set 
with a 10 carat square emerald and has 
diamonds on the shank. The string of 
pearls contains 464 with a total weight 
of 870 grains. A yellow gold wrist watch 
with initials M. D. E. S. P. on back is 
also reported missing. Jewelers are re- 
quested to report at once if any of these 
articles are offered for sale. 


John C. Leppert, veteran Loop jeweler, 
died in his home, 3315 W. Monroe St., 
Chicago, on Sept. 4, after a long illness. 
Mr. Leppert was in his 76th year. The 
son of a jeweler, Mr. Leppert entered 
the business as an apprentice at the age 
of 11 years and has been continually in 
the business to the time of his death. 
He headed the John C. Leppert & Son 
Co., located at 17 N. State St. Mr. 
Leppert had an unusually active Masonic 
career covering a period of nearly 50 
years. He was past commander, Knights 
Templar, past master of Pleiades Lodge, 
and past chief of the Masonic veterans of 
Illinois, and held an honorary life member- 
ship in Oriental Consistory. He was also 
an active church man and served for 20 
years as vestryman of the Episcopal 
Church of the Epiphany on Ashland Ave. 
Surviving Mr. Leppert are his widow and 
two sons, John H. and Arthur C., the 
latter being associated with him in the 
jewelry business. John is a lieutenant 
on the U. S. S. Tulsa, now on duty in the 
Chinese river patrol. Masonic funeral 
services were conducted on Sept. 7, with 





burial in Rose Hill. 
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Where to Buy 
IMPORTED 
China and Glass 






ROYAL DOULTON 
English Bone China and Earthenware 
THOS. WEBB & SONS 
Hand made English Crystal 
IRISH BELLEEK 
The original production 
WH. 8. PITCAIRN CORPORATION 


104 Fifth Ave. New York, N. Y. 





FINE CHINA 


Fro hoeds, 


Famous the World Over 


Available from New York Stocks 


ROSENTHAL CHINA CORP,, 149 Sth Ave., New York 


CHINA AND GLASSWARE 
ESPECIALLY FOR JEWELERS 


In stock for immediate delivery. Great 
variety of patterns and designs. 


Wire your urgent orders. 


PAUL A. STRAUB & CO., Importers 
105-107 Fifth Ave. New York 


FINE CRYSTAL, CHINA 
and ART WARES 
from the best European sources 
A wonderful variety, in stock 
KOSCHERAK BROS., INC. 
129-131 Fifth Ave., New York 




















ROYAL BEYREUTH CHINA 
MYOTT SON & CO. 
L. BERNARDAUD & CO. 


Orders filled immediately from 
New York stock 


JUSTIN THARAUD, INC. 
129-131 Fifth Ave., New York, N. Y. 


Wedgwood Ware 


Bone China Dinnerware, Queensware 
Jasper and Black Basalt 
Trade-Mark WEDGWOOD 
Josiah Wedgwood & Sons, Inc. 
160 Fifth Avenue, New York City 














DRESDNER ART DECORATIONS 


DINNER WARE 





SCHUMANN CHINA CORP. 


14 West 23rd Street New York, N. Y. 





FINEST WATERFORD CUT 
AND ROCK CRYSTAL 
FROM SWEDEN AND FINLAND 
Highest Quality. Pre-war Prices 


J. H. VENON, INC. 
104 Fifth Avenue, New York 








. Turn Your Old 
Gold , — 


D> an 
2 Platinum 


into 








i 
i 


| ada PRICES 


Although the Government 
has NOT increased the 
price on old gold, such as 
1 jewelry, scrap, filings, 
] sweeps, polishings, etc., 


WE HAVE! 


We use quantities of gold 
in the manufacture of den- 
tal gold, jeweler's alloys, 
etc. 


THAT IS WHY 


we can pay you higher 


athannnions--oteupnaebaneNetanreaseetveniens — 


<> essere snanvereeee-cemeeanN GERACE 


| prices. We are fully 
| licensed to buy, sell and 
manufacture. 





YOU WILL BE PLEASED 


with our increased price 











: SHIP DIRECT 
Thomas J. 


| DEE&CO 





Precious Metal Specialists 
CHICAGO 






55 E. WASHINGTON ST. 


& MONEY 








PLATINUM 


AND 


IRIDIUM-PLATINUM 


IN ALL FORMS TO SUIT 
JEWELERS’ REQUIREMENTS 


ALSO 


Hard Platinum, Palladium 


and 


Special Alloys for all purposes 


in MAttieEy 


and Company, Inc. 


15 West 47th Street, New York City 
Telephone Bry 9-4645 


We guarantee the purity of all our metals and our customers can 
safely rely on our products being exactly as represented. 

















Ww Our Returns : 








For the Value of Quantity Shipments 


of Precious Metal Scrap are Made 






on the Basis of 


ASSAY* 
The Only Method for Exact 


Determination of These Values 











Promptness Consistent With Accuracy 






T. B. HAGSTOZ & SON 


709 SANSOM STREET PHILADELPHIA, PA. 
Thirty-five Years of Refining Service 












*The chemical analysis or testing of an 
alloy or ore, to ascertain the ingredients 
and their proportions. 
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HOROLOGICAL 
QUESTIONNAIRE 


By 
LESTER B. PRATT 














(Continued from the September issue) 


N our last instalment we mentioned a small traverse 
grinder to be used in connection with the slide rest for 
grind.ng the spindle and parts of our extra wheel and 
pinion cutter spindle. Is it possible to make such a grinder 
with the regular equipment of the watchmaker? 


Answer—There is no good reacon why the ambitious 
workman should not be able to make a strictly first-class 
traverse grinder. Such a tool .will be found very useful 
for various kinds of work. Furthermore, the experience 
gained in the making of small tools and attachments will 
add to our general mechanical knowledge and will be 
found useful in many operations that are not apparent 
at the present moment. The traverse grinder is very de- 
sirable to use in making our extra wheel and pinion cutter 
spindle; it will also be found extremely useful in much 














Hi 








Fig. 1 


other fine work, such as grinding reamers, milling cutters, 
damaskeening, snailing, raying, and many little jobs of 
watch work where it is desirable to grind a piece of hard- 
ened steel to shape instead of annealing, turning and re- 
hardening. We wish to remark, that if a good workman 
will use a grinder for a few weeks he will wonder how he 
ever was able to get along without one. 


HAT are the prinicipal requirements to be consid- 

ered in the making of a traverse grinder? 
Answer—Correct design is of prime importance in a 
traverse grinder. Then the frame and spindle must be 
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heavy enough so that vibration or chattering will be re- 
duced to a2 minimum when in use. Watchmakers who 
have had the opportunity of observing a large, wet grinder 
in operation have, no doubt, been surprised at the great 
bulk of metal in such machines. Also, if they have been 
especially observant, they have noted that there was little 
or no vibration in action and work done by the machines 
was ground very true and uniform. We cannot expect 
such results in a small attachment, but we may design an 
attachment that will do very accurate grinding on small 
work. Fig. 1 shows, respectively, end-view and sectional 
plan of a correctly designed traverse grinder. A is the 
frame of the grinder, and it should be made of soft steel. 
When we speak of soft steel, we mean Bessemer steel 
or “mild steel,” as machinists sometimes term it. Such 
steel will not harden: it is very soft and fine grained, and 
is especially suitable for work that does not require hard- 
ening. The projection at H was designed to fit the tool 
post of the writer’s slide rest, but this projection is op- 
tional, and it may be made to fit the tool post of any 
slide rest, but we would advise making it as large as pos- 
sible. To make the frame we will require a piece of soft 
steel one-half inch in thickness and large enough to saw 
out the design of the frame. The design may be copied 
accurately from the drawing. If the projection H is de- 
signed to fit the Rivett slide rest, our soft steel stock must 
be five-eighths of an inch in thickness. The correct man- 
ner of making the frame is to, first, drill and then ream a 
three-eighths hole clear through the stock to take the 
bearings BJ and B2. ‘Then the piece should be swung 
on centers in a large lathe and the projections turned for 
the bearing ends of the frame. ‘The stock may also be 
faced off true and smooth along the sides. Then the stock 
should be removed from the lathe and accurately centered 
to turn the projection H so it will be in the center of the 
frame and also at right angles to the spindle. It must 
also be centered so that the bearings are in a straight line 
with the projection as shown in the end view. When this 
has been accurately centered in each direction then the 
frame may be swung in the lathe and the projection at 
H turned to the required size, and the bottom of the 
frame may also be faced off true at the same operation. 
The stock may be sawed out from the inside of the frame 
by sawing straight down to the bottom, then drilling a 








LEES & SANDERS 


A customer writes: “In regard to our deal- 


ings with your firm we have always had the 
fairest treatment and are always glad to 
recommend you.” 


SWEEP SMELTERS. 


BIRMINGHAMDI, ENG. 














DON'T, BREATHE POLISHING DUST 
LEIMAN BROS. PATENTED 


Youre MINUTE: MAN SERVICE 


DUST COLLECTOR 


LOW IN COST 
EFFICIENT 
POWERFUL 
NOISELESS 


LEIMAN BROS., INC., 
152 CHRISTIE ST., 
NEWARK, N. J. 


LEIMAN BROS. NEW YORK CORP. 
23 WALKER ST. 


MAKERS OF GOOD MACHINERY FOR 45 YEARS 






Every one of our employes is alert to do your 
BUY AMERICAN MADE poses sealant meat: append 

3 and courteously. That's part of the thrill of 
W A | ( | | AN DB) if aa O¢ YK if )] | ‘ staying at the Lexington e Yet rates for all this 
superlative service and comfort are amaz- 


a" | | : 9 S (@) ] § ingly low...$3 for one person, $4 for two. 
; Breakfast is 35c, luncheon 65c and dinner $1. 


For fifty years the standard lubricant 
for watches and clocks 


48TH STREET AT LEXINGTON AVENUE © NEW YORK 
ORDER FROM YOUR JOBBER Directed by Ralph Hitz e Chas. E. Rochester, Manager 
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series of holes and breaking out the piece, or it may be 
milled out in a large milling machine. It is best to have 
a machinist do the above work, but the work should be 
done in the manner described to insure a true frame. The 
final finishing to size may be done with a flat file. If we 
test the work with a small square as we go along, we may 
be sure to have it true in every respect. 


(To be continued) 


Examining Board or H. |. A. Grants Certificate 


WasuHIncton, D. C., Sept 12—The Examining Board 
of the Horological Institute of America met here yester- 
day and granted a Certified Watchmaker’s certificate to 
T. G. Crowson, Las Animas, Colo. He is employed by 
Waldo G. Hedges. 

The following are samples of questions asked in the 
written examinations. 


For JUNIOR WATCHMAKER: 


1. Why are the locking faces of the pallet stone placed 
at a slant? 

2. Name the dial train. 

3. For what purpose are banking screws in a watch? 


For CERTIFIED WATCHMAKER: 


1. What is meant by a suspended barrel? 

2. In what way does the lever show presence of draw? 

3. Explain just how you set a balance hole jewel in 
setting so as to have the hole properly centered and up- 
right. 





See the Jewelry Exhibits 
(From Page 71) 


State of California, Columbia half-dollars and other in- 
teresting exhibits. 


q+ ¢ 4 


The Herman Miller Clock Co., Zeeland, Mich., is dis- 
playing its clocks in the John C. Moorehouse Home and 


Industrial Arts Section and also in several of the other: 


Every Herman Miller World’s Fair 


modern homes. 


Clock carries the “Century of Progress” seal—proof of its’: 


authenticity. 


q+ + ¢ 


The L. E. Waterman Co. has an attractively arranged 
showing of fountain pens and pencils that are well known 
to the jewelry trade. 


q+ ¢ 4 


Thomas J. Dee & Co., Chicago refiners and the Gold- 
smith Bros. Smelting & Refining Co. have interesting ex- 
hibits in the Hall of Science in the Chemistry Division. 
The Dee company loaned the Century of Progress metals 
of the platinum group. 


 & < 


The display of the Copper & Brass Research Associa- 
tion of New York displays a fine showing of jewelry store 
items in copper, brass, bronze and nickel silver. This dis- 
play is in the General Exhibits Building. 
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On Northerly Island is the exhibit of the Hammond 
Clock Co., which occupies two show windows in the 
court of the Electrical Building. Twenty-two clocks give 
the time of that number of cities throughout the world. 
In the second window the company features its electric 
bridge table, which automatically shuffles and deals the 
cards. 





We Appeal to Pride of Ownership 
(From Page 57) 


in cases where customers definitely decide that they will 
not buy Sterling hollow-ware. 

“We show that Sterling is an investment. We put 
over the idea that when a customer does not have much 
money to spend at one time, it is to her interest to place 
this money in something that will give lasting pleasure 
and not need replacing. While the complete service is 
not bought at once, it can be built up as occasion demands 
and the pocketbook permits. 

“Our display windows are changed. at least once each 
week and often twice a week. We endeavor at all times 
to put in displays which reflect the character of the store 
as handling finer quality merchandise. We have in each 
window only merchandise which is related ‘in some way, 
and we are careful not to have the windows crowded. 

“We use window cards to give prices and information. 
Although we do not attempt to price every article in 
the window, we display rather an extensive price range 
of articles and through cards we give some idea of that 
range. We think this is necessary because the majority 
of people will not come in and ask the pues of an article, 
even though. they are curious. 


dd 
Anticles are shown to the their best 


advantage. Our display man uses coverings which are 
not rich enough to detract from the merchandise displayed. 
We believe that a jewelry window should be distinctive 
and outstanding, as compared to the window of some 
other type of store. Once each year, in May, we have 
a brides’ exhibit in the windows and in the store. 

“Customers like to have us keep a record of their pat- 
terns. They or their friends can then come in and 
purchase a piece without the necessity of our asking 
embarrassing questions. 

“We have about 400 cards with the names and ad- 
dresses of young girls not yet engaged. When engaged, 
their cards go into our active file. When married, they 
are filed under the anniversary dates. 

“Husbands receive cards suggesting silver gifts on 
Valentine Day, birthdays, wedding anniversaries and 
other occasions. Cards are mailed to husbands enough 
in advance of the dates to bring our suggestions to their 
attention before other gifts are selected. The telephone 
is used for this purpose only when the customer is well 
known to us. 

“Care is taken to engrave each piece appropriately 
when the customer desires, but free engraving is limited. 
Gifts are delivered in a manner which is most pleasing. 
The items are placed in flannel rolls or_-bags, neatly 
wrapped, tied with a white ribbon, and placed in an 
attractive box. Every care is taken to deliver the article 
spotlessly clean.” 

















WE PAY Now FoR OLD GOLD 


(Prices Subject to Change) 


54c¢ A PENNYWEIGHT PER KT. 





BE Gaunae eens 55c per dwt. 
Sree am .6hU 
Ps ee les [ 


Rush Your Shipments 


Checks Mailed Immediately 
HIGHEST RETURNS AT ALL TIMES 


accurately refined N.L.SHTEINSHLEIFER 


or + estimated SMELTERanoREFINER 


Maximum returns consistent with the PRECIOUS METALS 
current gold market are made promptly : | 


by check or money order. - - - ~ 
78 Bowery New York 


SPYCO 












































ELTING &€ REFINING CO. 
NNEAPOLIS, MIN N. 


FOR QUICK, ACCURATE AND 
SATISFACTORY RETURNS 
. EASTERN SMELTING & REFINING CORP. 
OSs on —— Refiners of Gold, Silver and Platinim 
SWEEP SMELTERS 
Established 1896 


107-109 West Brookline St., Boston, Mass. 





Hotel Kenmore 
Commonwealth Ave. at Kenmore Sq. ~ WATCH JEWELS 


of all kinds for repairing purposes at best 


400 Rooms from $3,00 — oo & CO. Ltd. 


PIETERLEN (Switzerland) 


























Each room has its 
own tub and 
shower, as well as 
circulating ice 
water. Moderately 


priced Coffee 11K0 ; 
a | he: Ss Stree il; » i: ‘ 
Shop. Always Sansom Street Philadelphia, Pa. | 


ample parking 
“With the H@be-Phocnix New Senior 


space. You will 
find real  over- Torch, using oxygen and city gas, we can 
night comfort at melt platinum at least 25% quicker 

8g = than with any other torch we ever oa 
the Kenmore. had,” said a large New York Qe" 
jeweler. 


REEVE & MITCHELL CO. 


SINCE 1898 
| NON-TARNISHING 


FLANNEL BAGS and ROLLS 
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See a Oe Ask for circular 93 with new prices. 
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Code Hearing for Precious Jewelry 
Producing Industry 
(From Page 37) 


separate industry with a close relationship between inside 
and outside setters who are in competition for work on the 


basis of piece rates. 

The suggested code of unfair competition for the pre- 
cious jewelry producing industry as submitted at the 
hearing by Mr. Sumnick was as follows: 


SUGGESTED UNFAIR COMPETITION CODE 
For 
THE Precious JEWELRY PRODUCING INDUSTRY 


Any violation of the following regulations shall be con- 
sidered an act of unfair competition and a violation of this 
code: 

A. No article of merchandise shall be stamped, branded, 
marked or invoiced with any word, symbol, mark or quality 
mark in violation of Federal or State stamping laws governing 
the stamping and marking of articles made of platinum, gold 
and other precious metals, nor shall any merchandise be 
advertised in a manner which will violate State advertising 
laws (particularly that statute known popularly as “Printers 
Ink Statute”) or of the rulings of the Federal Trade Com- 
mission. 

B. No article of merchandise shall be marked or stamped 
with a quality mark indicating gold or the fineness of gold 
unless the gold content shall be 10 karat fine or over. 

C. The term “Solid gold” shall be applied only to gold 
of 24 karat fineness. 

D. No article, including raw material and finished or 
unfinished merchandise, purporting to be, or to be made of 
platinum, in whole or in part, shall be bought or sold unless 
the transaction be covered by an invoice accurately stating 
the quality of the metal. 

E. When any quality mark, descriptive of the quality, 
purity, fineness, quantity, weight and/or percentage of the 
platinum, gold or other precious metal of which an article 
is made, is stamped or branded on the article itself, there 
must also be stamped or branded on said article (1) the 
trade mark duly applied for or registered under the laws of 
the United States of the manufacturer of such article or (2) 
if the manufacturer has sold or contracted to sell such article 
to a jobber, wholesaler or retail dealer regularly engaged 
in business, the trade mark duly registered or applied for 
under the laws of the United States of such purchaser. 

F. All pearls, precious and semi-precious stones (diamonds 
not included) either sold loose or mounted, shall be desig- 
nated on invoices by the proper descriptive trade terms, sach 


as “Australian Sapphire,” “Siam Ruby,” “Natural Pearl,” 
“Cultured Pearl,” etc. 
G. Synthetic, reconstructed, doublet, or imitation stones, 


cultured and imitation pearls, sold either loose or mounted, 
shall be designated as such on all invoices, tags, or other 
descriptive medium. 

H. No person governed by this code shall give, deliver, 
loan, consign or otherwise place any merchandise in the con- 
trol or custody of any person, either directly or indirectly, for 
the purpose of conducting a sale (whether or not advertised), 
nor for the purpose of placing same in any retailer’s stock. 

(a) This shall not prohibit the delivery upon memoran- 
dum of merchandise for purpose of selection for a period not 
exceeding 15 days from date of receipt of merchandise, or 
upon specific call. 

I. No merchandise shall be sent or delivered as samples 
except upon the condition that same shall be returned within 


15 days following receipt. 


J. No article of jewelry, finished or unfinished, sold by 
any person shall be accepted for credit, exchange or in any 
other way returned by a purchaser, unless such article is de- 
fective; provided, this shall not apply to settlements made with 
any insolvent or embarrassed debtor. 

K. No manufacturer shall copy any original design pro- 
duced by another manufacturer nor estimate upon or make 
up an article in imitation of another’s design. 
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(a) When merchandise is delivered on memorandum, 
such memorandum shall bear the following endorsement: 
“The above enumerated articles shall not be copied nor 
duplicated, nor altered or caused to be copied, duplicated or 
altered, by anyone except the owner of said merchandise.” 
L. No commissions, gifts, lavish entertainment or other 

emoluments of value shall be given, directly or indirectly, to 
a purchasing agent, buyer or other agent or employee of another 
for the purpose of influencing the purchase of merchandise by 
or on behalf of such agent’s principal. 

M. There shall be no disparagement of competitors nor of 
the character or quality of their merchandise. 

N. (1) No merchandise shall be sold on terms longer than 
six months net average. 

(a) Mountings and articles of jewelry which do not 
contain diamonds, precious stones or pearls, shall not be 
sold on terms longer than four months net or season settle- 
ment January Ist or July Ist net. 

(b) Loose stones of a price of $3.00 per carat or less, 
or the equivalent thereof, shall not be sold on terms more 
favorable than 3% cash discount on or before the 15th of 
the following month—four months net. 

(2) No datings shall be allowed, except that a 15 day 
tolerance is permitted for adjustment of payment to custemary 
monthly or seasonal disbursement dates. 

(3) Interest at the rate of 6% per annum shall be charged 
from due date. 

(4) No marcasites, Chatons or Imitations of Precious or 
Semi-Precious stones of any kind or description, suitable for 
the manufacture of jewelry or ornamentation of other material 
of any kind, shall be sold on any terms more favorable to the 
purchaser than the following: 

(a) 3% discount for payment within fifteen days from 
the end of the month in which merchandise is delivered, sub- 
ject to a tolerance of ten days. 

(b) No datings shall be allowed, except that merchandise 
sold after the 25th of the month may be dated as of the first 
of the month immediately following. 

(c) Interest at the rate of 6% per annum shall be charged 
on all accounts unpaid within sixty days from the end of 
the month in which delivery of merchandise was made. 
O. No manufacturer of findings shall sell such findings to 

jobbers or others, who do not maintain a shop and regular 
manufacturing facilities for the purpose of manufacturing 
jewelry, and thus enable such purchaser to compete unfairly 
with manufacturers who are obliged to maintain such facilities. 





Merchandise Market 
Wahl Co. Adjustable Point Eversharp 


After tests which convinced the company that it has a prod- 
uct with a new and universal appeal, the Wahl Co., Chicago, 
is promoting the sales of its adjustable point Eversharp. The 
new Wahl fountain pen has nine adjustments which can be 
made by a novice without effort. The point consists of a 
specially constructed nib on the top of which a tiny slider 
moves over nine notches. This slider automatically controls 
the breadth and flexibility of the point. 





New Design in Community Plate 


The question as to what are women looking for in silver- 
ware design today has just received one answer from a source 
that merits the most serious consideration. The designers of 
Oneida Community, Ltd., have just announced a new Com- 
munity Plate design. This design is called the King Cedric. 
It is impossible, to study this newest creation without realizing 
that it marks a new trend, and in the light of the past record 
of these designers in anticipating the shift in feminine taste— 
witness their previous design, the Lady Hamilton—the King 
Cedric commands the most careful study. To some its radical 
difference will at first glance prove startling. The Lady 
Hamilton design was extremely simple. This new design gives 
an impressively sumptuous effect. But the outstanding char- 
acteristic is the way in which simplicity is used in striking con- 
trast to rich ornament. The base of the shaft and the crest 
are beautifully engraved in bold relief with patterns of con- 
ventionalized flowers and fruit. Between them stretches a 
serenely simple, rounded surface, absolutely without decoration. 








Special Notices 


Payable invariably in advance. 

Rates under all headings except 
“Situations wanted” $1.50 for first 25 
words. Additional words, 5c. a word. 

SITUATIONS WANTED 75c. for 
first 25 words. Additional words 5c. a 
word. 

Heavy type, $3.00 for first 25 words. 
Additional words, 10c. a word. 

Name, address, initials and abbrevi- 
ations count as words, and are charged 
for as part of the advertisement. 

If answers are to be forwarded, 15c. 
extra to cover postage must be en- 
closed. 

Advertising matter addressed to 
Classified advertisers will not be de- 
livered. 

Advertisers who are not subscribers 
should send 25c, if they desire a copy 
of the paper containing their adver- 
tisement. 

Special notice forms close 20th of 
month. 

Unless the advertiser instructs us to 
publish his name and addr. 


send duplicates. 

To avoid unnecessary correspond- 
ence mention your location in the 
advertisement. 


Jewelers Publishing Corporation 
Main Office, 239 W. 39th St., N. Y. 








Situations Wanted. 


Under this heading, 75c. for first 
25 words, Sc. for each additional 
word; minimum charge, 75c. 








IF YOU HAVE the windows and mer- 
chandise, I’ll produce the sales. Address 
“T., 680,” care Jewelers’ Circular. 





HUB CUTTER, capable of making orig- 
inal wax models and all tools for same: 
reasonable. Address “A., 241,” care 
Jewelers’ Circular. 





STENOGRAPHERS, BOOKKEEPERS, 
typists, clerks furnished, nv charge. 
Fulton Agency, 93 Nassau St., Cort. 
7392, New York. 





EXPERT WATCHMAKER, jeweler, en- 
-graver, diamond setter; combination or 
single lines at once; South. Address 
“A., 522,” care Jewelers’ Circular. 





YOUNG MAN, 26, jeweler, selling experi- 
ence and ability, seeks connection with 
ring manufacturing house. Address 
“X., 685,”" care Jewelers’ Circular. 





FOREMAN FOR MANY YEARS, experi- 
enced jeweler, able and reliable, would 
like to serve in this capacity. Robert 
Stoesser, 35 Yates Ave., Newark, N. J. 





RETAIL SALESMAN thoroughly experi- 
enced diamonds, watches, jewelry, age 
29, best of reference, seeks position. Ad- 
dress “E., 619,” care Jewelers’ Circular. 





RETAIL MANAGER, salesman of the 
highest type, experienced in all branches 
pertaining to a retail store. Address “N., 
668,” care Jewelers’ Circular. 





DON’T HESITATE answering this one if 
you require services of a well versed 
salesman in your store. Address “H., 
659,’ care Jewelers’ Circular. 





ENGRAVER, first class general letter, 
monograms and inscriptions; 25 years’ 
experience ; best references. Address “B., 
644,” care Jewelers’ Circular. 





HUB AND DIE CUTTER, jewelry de- 
signer, able to make all tools required 
for same, wishes position with reliable 
firm. Address “B., 63,” care Jewelers’ 
Circular. 





WATCHMAKER, competent on all grades 
watches and clocks, desires position; 
worked for best houses in the city; 
good references. Address “H., 377,” 
care Jewelers’ Circular. 





EXPERT combination jeweler, married ; 
15 years’ experience, factory, special 
order, complete from designing to fin- 
ishing; store, repairing, retail selling. 
Betz, 203 Randolph St., Passaic, N. J. 





YOUNG LADY BOOKKEEPER, ten years’ 
experience with manufacturing jeweler, 
complete charge of office; references. 
R. Mankin, 1166 Lincoln Place, Brook- 
lyn, N. Y., Decatur 2-7957. 





RETAIL SALESMAN, young man of in- 
teresting capabilities and clean record, 
seeks connection with reputable outfit 
handling the better class trade. Address 
“P., 637,” care Jewelers’ Circular. 





LADY watchmaker and engraver, open for 
position as watch and jewelry repair 
clerk; estimates, timing, saleslady, etc. | 
—~ mela “K., 669,” care Jewelers’ Cir- 
cular. 





WATCHMAKER, 31 years old and mar- 
ried, ten years at bench and waiting on 
trade, would like steady position; best 
of references. Address M. W. Jacobson, 
Dows, Iowa. 





SITUATION WANTED by a woman as 
saleslady, order, repair and general 
ewelry clerk; 15 years’ experience; 
est of reference furnished. Address “‘T., 
642,” care Jewelers’ Circular. 





SALESLADY with six years’ experience 
in jewelry store; will go anywhere; 
references; only first class store con- 
sidered. Mrs. E. E. Robey, 45 Spruce 

. St., Asheville, N. C. 





Al WATCHMAKER and salesman, de- 
sires permanent position; 11 years’ ex- 
perience; best references; good estima- 
tor. Address “‘P., 717,” care Jewelers’ 
Circular. 





WATCHMAKER, SALESMAN, 18 years’ 
experience, married, wants permanent 
position; references; salary $25 per 
week; own tools. Address “M., 627,” 
care Jewelers’ Circular. 





STENOGRAPHER, desirous of connecting 
with jewelry concern; several years’ ex- 
perience; executive ability, good in fol- 
lowing up delinquent accounts. Address 
“L., 625,” care Jewelers’ Circular. 





ENGRAVER WANTS POSITION | on 
jewelry, trophies, silverware, Carving, 
etc.; 30 years’ experience; 80 cents per 
hour; store work preferred. “W. W., 
832 Drexel Ave., Drexel Hill, Pa. 





EXPERT WATCHMAKER, age 32, spe- 
cialist on small watches, 12 years’ ex- 
perience on all makes; own tools; go 
anywhere; _ references. Address “D., 
693,” care Jewelers’ Circular. 





JEWELER on finest hand made platinum 
jewelry, work from raw metal to fin- 
ished article, rings, bracelets, watch 
cases, etc.; executive ability. Address 
a 694,” care Jewelers’ Circular. 





EXPERIENCED watchmaker, salesman, 
plain jeweler, age 35, married, 11 years 
present position, desires change; H. I. A. 
Certificate; Central Pennsylvania. Ad- 
dress “A., 634,” care Jewelers’ Circular. 





SALESLADY, seven years’ experience 
with a large jewelry, watch and dia- 
mond house; very capable; good per- 
sonality; best reference. Address “‘J., 
663,” care Jewelers’ Circular. 





WATCHMAKER, A-1 mechanic, 15 years’ 
thorough European and American ex- 
perience, full set of tools, desires posi- 
tion. Address “F., 650,” care Jewelers’ 
Circular. 





FIRST CLASS WATCHMAKER, esti- 
mator, side line engraving, Ohio licensed 
optician, hard soldering, desires posi- 
tion in store only. Address “B., 648,” 
care Jewelers’ Circular. 





YOUNG MAN, 25, married, executive abil- 
ity, wants responsible position; thor- 
oughly experienced in watches and 
jewelry; excellent references. Address 
“G., 651,” care Jewelers’ Circular. 





EXPERIENCED jewelry designer, jeweler 
and modeller, with first class reference, 
desires steady position with reliable firm. 
Henry Rottges, 122-54 Grayson St., St. 
Albans, L. I. 





BOOKKEEPER, knowledge stenography, 
thoroughly competent, long experience, 
desires position ; takes charge office, also 
capable, selling ; highest references. Ad- 
dress “Y., 686,’’ care Jewelers’ Circular. 





STORE MANAGER, 17 years’ experience, 
last 12 years as credit store manager in 
Middle West and South; American, age 
35; excellent references. Address “C., 
645,” care Jewelers’ Circular. 





YOUNG LADY thoroughly experienced in 
jewelry manufacturing and _ semi-pre- 
cious line, desires to connect with reli- 
able concern; best of references. Ad- 
dress “D., 646,” care Jewelers’ Circular. 





FIRST CLASS all around man, watch- 
maker, jeweler and diamond setter, able 
to take charge of repair department; 
best reference. Address “L., 710,” care 
Jewelers’ Circular. 





YOUNG LADY, several years’ jewelry ex- 
perience, order, repair, clerk, billing, 
typing, credit; knowledge bookkeeping ; 
excellent references. Address “K., 709,” 
care Jewelers’ Circular. 





YOUNG LADY, pleasing personality, com- 
plete knowledge of rings, factory experi- 
ence, take full charge of repair .depart- 
ment; generally useful, typing, billing. 
po rae “C., 649,” care Jewelers’ Cir- 
cular. 





WATCHMAKER AND ENGRAVER, ex- 
perienced inj fine quality work; depend- 
able front man, neat appearance, good 
character; permanent position wanted 
with future; best references. Address 
“E., 654,” care Jewelers’ Circular. 





YOUNG WOMAN wants position with 
jewelry manufacturing concern as stock 
record clerk, taking charge of orders 
and men’s accounts, weighing metals; 
10 years’ experience. Address “R., 674,” 
care Jewelers’ Circular. 





WATCHMAKER, skilled mechanic, active, 
reliable, capable of repairing any size 
or grade watch; good salesman, neat 
appearance, qualified to take charge; 
New England preferred. Address “H., 
660,” care Jewelers’ Circular. 
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Exhibitors at N.A.C.]). 
Convention 
(From Page 78) 





purchase new merchandise for fall. Ex- 
hibitors’ order books were good evidence 
of the optimism prevailing. 

Exhibitors, some of their features and 
those in attendance follow: 

International Silver Co., tables set with 
luncheon and dinner services in silver, 
chests of the new 1847 new Marquise pat- 
tern. In attendance, Mrs. Jessie Hale, 
Miss Evaline Kline, W. H. Rice, H. R. 
Shafer, Ray Weart, Ed Perry, N. M. Ran- 
dall and J. C. Byxbee. 

Aisenstein-Woronock & Sons, diamonds 
and watches, Louis Aisenstein greeting 
visitors. 

Richard N. Heath, retailers’ advertis- 
ing and merchandise specials were shown 
and explained by Mr. Heath. 

Benj. & Edward J. Gross Co., loose dia- 
monds, represented by Irvin Levis. 

M. A. Reich Ring Co., large line of 
stone set and cameo rings, featuring nat- 
ural gold, shown by M. A. Reich. 

Warner Jewelry Case Co., complete 
line of jewelry boxes and cases, in charge 
of Rudolph J. Warner. 

Monarch Watch Co., M. Epstein & 
Bros., were showing their lines in Suite 
1200, where Max Epstein, Dave Stillman 
and Ben Boosel greeted visitors. 

A. Hirsch Co. maintained a reception 
booth where Herman Hirsch, Herbert 
Winterberg, and Wm. Kaufman presided. 

Ollendorf Watch Co. was showing its 
line in Suite 514 and visitors were en- 
tertained by Morton Ollendorf, Walter 
Ollendorf and Roy Present. 

Oneida Community, Ltd., was showing 
a complete line of flatware and hollow- 
ware in the new King Cedric pattern. 
H. H. Noyes, salesmanager, W. T. Earl, 
J. N. Milnes, R. S. Hulbert and Charles 
Brooks divided their time between the 
exhibit in the main exhibit room and 
Suite 1210, where visitors were enter- 
tained. 

Sebring Pottery Co., a large line of 
decorated chinaware was shown by John 
N. Noblet. 

Buss-Linthicum-Thorson maintained a 
reception booth with J. Wm. Thorson and 
Albert Millard ever present to greet visi- 
tors. 

Elgin National Watch Co. had on dis- 
play its entire new line of watches spe- 
cially designed for the credit jeweler. 
Those who explained the merits of this 
line were Tom O’Connel, Morris Rifkin, 


Ed Bergsten, Wm. Godfrey, Earl Stamm 


and Wm. Brill. 

Louis Stern Co. showed a full line of 
their newest designs and patterns in watch 
bracelets with Paul Stern and Sam Perl- 
man in charge. 

Bulova Watch Co. occupied a large 
Teception booth where there was no mer- 
chandise on display and John Ballard, 
vice-president; Ray Warren, advertising 
manager, Lou Shoen, Mike Kloville, Lou 
Falk, Mort Evans, Sam Epstein and A. 
W. Racoosin were busy explaining “We 
are not here to sell you, but help you have 
a good time” and extending invitations 
to everyone to visit the Four Georges Tap 
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Room on the roof of the hotel where they 
served lunch every day at noon and sand- 
wiches and refreshment all afternoon to 
all visitors. 

Paul R. Gruen, Inc., featured Orphan 
Annie watches with a showing of jewel- 
ry decorated with pictures of this little 
girl. Mr. Gruen greeted visitors. 

General Electric Co. had a showing of 
electric clocks and home utensils suitable 
for the credit store and L. H. Greenwood 
and John P. Kelly were in charge. 

L. Adels Co. featured its several lines 
of watches in Suite 415 and Mr. Adels 
was assisted by Miss Lucille Adels and 
Mrs. Etta Segel. 

J. J. Schmukler & Son displayed toilet 
sets in silver, ivory and ebony with Wm. 
Braun and Richard Polumbaum in charge. 

Halsen Radio Corp. displayed an ex- 
tensive line of small radios and Chas. H. 
Halpern supplied reports of the baseball 
games each day as well as music. 

The Craft Co. had its full line of em- 
blem and men’s stone and cameo set rings 
on display and Ed Craft was explaining 
the merits of his latest product, a solitaire 
and wedding ring, the feature of which is 
explained by the name, “Wed-loc”. 

Hamilton Watch Co. showed its models 
of both Hamilton and Illinois watches with 
Ross Atkinson, Jack Keenan, Paul Seibel 
and Roy Philp telling visitors “why”. 

Beaux Arts Importing Co. had A. Joseph 
present to show its line of costume jewelry. 

Art Ivory, Inc., was represented by P. 
Woods, who told about their line of toilet 
sets. 

West Bend Aluminum Co. featured cop- 
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per steins, mugs and sets, ice kettles, etc., 
in both plain and hammered copper, with 
H. J. Stephany telling of the popularity 
of this ware. 

Stern & Stern were represented by Wm. 
Davis, who was showing a large line 
of rings and jewelry. 

Goldman-Kolber Co. was showing its 
Cupid’s Own diamond “Leader Merchan- 
dise” and Jack Goldman divided his time 
between the exhibit hall and Suite 928. 

Stetson China Co. displayed many pat- 
terns of decorated and plain china din- 
nerware, the exhibit being in charge of 
J. W. Stetson and R. G. Kraemer. 





Luther E. Higley 


NorTH Apams, Mass., Sept. 7.—Luther 
Edwin Higley, 72, a jewelry merchant, 
father of Dr. Henry R. Higley of Pitts- 
field, died this morning at his home, 278 
E. Main St. He suffered a heart attack at 
his jewelry store on Main Street yes- 
terday. 

Mr. Higley, who was born in Sidney, 
N. Y., had conducted a jewelry store here 
for 43 years. He was a member of Grey- 
lock Lodge of Masons, Composite Chapter 
and St. Paul’s Commandery. He was a 
deacon of the First Congregational Church 
for many years. 

Besides the son, Dr. Higley of Pittsfield, 
Mr. Higley leaves his widow, three sons, 
Robert E. of Gallupville, N. Y., Dr. C. J. 
Higley of Ballston Spa, N. Y., and Dr. 
John E. Higley of Washington, D. C., and 
a half-brother, Ephraim Hodge of Water- 
town. 





FF. 


ec 


The A.B.C.—founded in 1914 
—is made up of business 
papers, newspapers, maga- 
zines, farm papers, national 
advertisers and advertising 
agencies—a cooperative, non- 
profit organization that stands 
for honest, known, paid, aud- 
ited circulation. 


The Jewelers’ Circular is the 
only Jewelry Publication a 
member of the A.B.C. 








THE RING? 


The most popular champions of the prize ring have skill, 
showmanship, and intestinal fortitude. Because they . 
played each advantage to its utmost continuously, victory 
became theirs. 


Industry’s battle for business, for leadership, and for prof- 
its requires these same features. Their skill is a good 
dependable product that you can rely upon to serve you 
satisfactorily; showmanship is advertising their product 
in a manner that builds confidence and their intestinal 
fortitude is the consistent and continuous carrying-on that 
wins and holds leadership. 


Such manufacturers are advertising today. They are “still 
in the ring,” proving their leadership by demonstrating 
a type of showmanship, skill and intestinal fortitude which 
begets confidence in their ability to create and maintain 
satisfied customers. 


You can depend on such a firm to deliver full value for 
every dollar invested in their products or services. 


You can do business with our advertisers with confidence, 
knowing that THE JEWELERS’ CIRCULAR—for 64. years 
the recognized authority of the trade—has always exerted 
extreme care in the advertising accepted for publication. 














Peogzossive manufacturers ace advertising dependable products 


Copyright 1932, ‘Rogers & Gano Advertising Agency of Texas No. 12 
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